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— the weatherproof ignition battery that defies the elements! 
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When you sell your dealers Columbia 
Steel Case “Hot Shot” Batteries, you put 


them in line to sell the best ignition 
batteries in the world! 


That’s why Columbia is the most profitable battery for you to 
sell—why it’s the most profitable battery for your dealers to sell. 
It’s not only by far the most attractive line to put on display, but 
the customers get in the Columbia Steel Case “Hot Shot” the best 
ignition service for the longest time, and the dealers hold their 
trade by the bond that knows no breaking—Columbia Quality. 


Stationary gas engines, tractors, and non- dealers’ very door on a high tide of advertising, 
self-starting Fords are directly your dealers’ and assist them with Cooperative Selling Helps, 
market for Columbia ignition—and indirectly with Store and Window Displays, and with 
your market. We carry this demand to your Real Service. 


Columbia Quality Spells Profits—Not Only for Your Dealers, But for You 


NATIONAL CARBON COMPANY, Inc. 
Long Island City, N. Y. 


Atlanta Chicago Cleveland Kansas City San Francisco 


Columbia 
Dry Batteries 


-— they last longer 
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Fil-KO-Stat ‘acceptance has been sensational. 
Everywhere it has shown the way to better 
filament control and improved results. 


Fil-KO-Stat advertising in dealer and con- 
sumer Radio Publications is bringing a steady 
stream of inquiries and orders. Orders and 
sales for dealers. Orders and sales for YOU, 


the men who call on dealers. 


And most important, Fil-KO-Stat is bringing 
in the repeat orders. And repeat orders are 
bigger orders. They come often and regu- 
larly and spell quick profits. 


Ask your sales manager to stock Fil-KO- 
Stats. If you have a Radio Set, take one 
home and try it yourself. Get to know what 
perfect infinite filament control means free 





















From RADIO GUILU, New York 


“After comparisons made with 
every reliable filament current 
controlling device now available 
w e@are pleased to note that your 
Fil-KO-Stat gives the closest 
possible adjustment of any type 
of vacuum tube and was the only instrument which 
could be used for all tubes giving equal critical ad- 
justment at the high resistance as at the low re- 
sistance. The results of our test have proved that your 
Fil-KO-Stat is so far superior to all other types of 
filament controls that we have decided to use them 
exclusively in all our Radio Guild ‘““RADOLIAN”’ re- 
ceivers.’’ 

















—' nuff said. 
Write today. 
























From THE McGRAW CO., Omaha, Neb. 
(Electrical supplies, etc.) 


“The Fil-KO-Stat as presented by your man is the 
finest adjusting rheostat that is now on the market. 
In our tests it proved very satisfactory for use with 
the UV 199 and UV 201-A tubes.”’ 


C. J. Eastman, Radio Engineer 







From E. M. PAGE, Radio Supplies, Vicksburg. Miss. 

“TI attach hereto your order card ordering 1 carton 
of Fil-KO-Stats. I received my sample and sold it 
within 5 minutes after it was received. It is pro- 
claimed by the fan that bought it as being 100% 
better than the best.’’ 



















of all tube noises. Get to hear DX 
stations you never heard before. 


Get to know Fil-KO-Stat. 

share Fil-KO-Stat enthusiasm. 

A WORD TO JOBBERS: 
Fil-KO-Stat is selling fast. 


Territories are open. 


And It’s Guaranteed! 
No Discs to Break or Chip. 


Guarantee in every box. 


Backed by the makers. 


D. X. INSTRUMENT CO. 


Harrisburg, Pa. 


For selling information write to 


RADIO STORES CORPORATION 


Sole International Distributors 


220 West 34th Street, New York 


Get to 
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Editor’s Page 


They Say That 
the Jobber Sleeps 

Go before any group of electrical manufac- 
turers, mention channels of; distribution and 
you will hear more assorted complaints about 
the jobber in five minutes than could be listed 
in these pages over a long period of time. 


Boiled down to fundamentals, here is a 
typical expression: “We make a dandy toaster, 
its price is right and certainly there is a big 
market, but the jobber is asleep. He doesn’t 
get back of it and orders only two or three at a 
time, as orders come in to him.” 

Certainly manufacturers are not without some 
justification for their grievance, as no one could 
claim that all jobbers are performing a 100 per 
cent job and no one realizes this more than the 
jobbers themselves. But the principal trouble 
lies with the manufacturer. 

There are too many manufacturers making 
highly competitive lines who do nothing to in- 
crease the demand and expect to place the entire 
burden of fighting for a share of existing busi- 
ness on the jobber. These manufacturers look 
upon jobber distribution as an inexpensive sub- 
stitute for individual sales activity. ‘They con- 
sider that their responsibility ceases when they 
have delivered their factory output to the ware- 
house of the jobber. 

There is room for considerable improvement 
in the distribution and merchandising methods 
of the electrical industry and one of the im- 
portant factors involved is this clarifying of the 
responsibilities of manufacturer and jobber. 

oe * ..2& 
A Flitting 
Policy 

“I’m off the jobber. I’m going to sell direct 
to the dealer.” Recently a manufacturer made 
this statement. He is right in one sense; in that 
he is going out and, probably for the first time, 
do what he should have been doing all along— 
develop his dealer outlets. But he is dead wrong 
on half of his new policy. He is about to cut 
out the jobber at the very time that the jobber 
cin reasonably be expected to function for him. 

His complaint was that the jobbers did not 
develop business, but were continually sending 
i small orders of a half a dozen or a dozen—- 
Just enough to show that the business was there, 
but that they were not progressive enough to 
cet it in quantities. 

It is his plan, therefore, to go out and sell the 
dealers direct, and get several thousand of their 
accounts on his books, carry these accounts, ship 


small orders here and there all over the country 
and in other ways carry on a manufacturer-to- 
dealer business. 


When he has tried this policy for a reasonable 
length of time he will be due for another change. 
It will take one of two forms. Either he 
will say: “I have learned my lesson and now 
know that I need my distributors to stock my 
goods and serve my dealers whom I have sold 
on my line and whose goodwill I have secured.” 
Or else he will say: “I’m off the dealer; he will 
not sell the public; he only takes orders when 
the people call for my product; he goes broke 
and loses my money—therefore, I will cut him 
out also and sell the people direct.” 


If his decision is the one first mentioned a 
good, substantial member will be retained in the 
electrical merchandising family. If the second 
—the mail order houses will welcome a new 
competitor, his catalogues will be printed on 
scratch paper and his prices be forevermore in 


odd cents. 
* * * * 


One Solution, Perhaps, 
of the Dealer’s Problem 


Out in Evanston, Ill., there is a prosperous 
electrical dealer, who in addition to a complete 
stock of electrical wares, is the headquarters in 
his neighborhood for sporting and camping 
goods, cutlery and other similar merchandise. 


The significant feature about this establish- 
ment is that it is a dyed-in-the-wool electrical 
store that wisely decided to add other lines, and 
not a general store that broke into the electrical 
field. 

Perhaps this is a solution of one of the elec- 
trical industry’s most perplexing problems. 

Most electrical dealers are not making money, 
not because the margin is too small, but because 
not enough purchasers come into their stores to 
result in a satisfactory turnover of. stock. Nor 
have most dealers the resources to go out to the 
public in order to increase sales. 

Under certain conditions, therefore, it would 
seem desirable for-electrical dealers to add cer- 
tain non-electrical lines to their stock, especially 
household specialties that have something of a 
tie-in with electrical household appliances. 

There is nothing in the ethics of electrical 
merchandising that requires a dealer to devote 
his entire energies to the sale of electrical 
goods. What is needed is to bring more pros- 
pective purchasers into electrical stores and if 
adding non-electrical lines will help let’s hop 
to it. 
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L‘berty Hot Spot 
Spec f.cations; 


Liberty Quality and Value are fully 
represented in The Liberty Hot 
Spot. Consider these points:— 
Frame and three legs, of 20-gauge 
cold rolled steel, copper plated 
then brightly nickel plated. Ven- 
tilating Button feet. 5 inches high 
—base, 11%-inch diameter. 
Capacity,—110-120 volts, 550 watts. 
Genuine Nichrome heating element. 
Special deep groove element base 
of finest porcelain brick composi- 
tion, 5% inches in diameter. 
Ample ventilating space between 
element base and frame. Heat and 
current insulator between element 
base and metal parts. 

Six feet of heavy heater cord with 
standard two-piece plug,—all parts 
riveted. 

Two porcelain terminal bushings, 
strain relief bushings and bracket. 
Beautifully finished stamped steel 
detachable handle, will not chip or 
rust. 

All covered by one year guaranty 
against defects of material and 
workmanship. 

Packed complete in attractive in- 
dividual cartons; weight, 234 Ibs. 
each. Shipped 12 and 24 to case. 
Gross weights, case of 12—33 lbs.,— 
case of 24—70 Ibs. 





LIBERTY USERS 









53,85, 8? 


WEST O Ae 
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So says the jobber’s salesman who knows that the Lib- 
erty jobber protective selling policy and national adver- 
tising have helped to fatten ‘his pay check. 




























Hot Spot is an aristocrat—in quality and appearance. 
He’s light and easy to carry. Stick him in your grip and 
use him as the opening wedge to a full order blank. 

Read the specifications and realize that here is the big- 

gest hot plate value the market ever saw. Our adver- 


tising has put your dealers in a receptive frame of 
mind. Now is the time to push. 


THE LIBERTY GAUGE & INSTRUMENT COMPANY 
Electrical Division. 
6545 Carnegie Ave., Cleveland, O. 


Lib erty 
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BECOME APPLIANCE BOOSTERS 
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How to Get Orders That Run 


into Five Figures 


Electric Range Equipped Apartments Coming into Vogue — Jobbers Just 
Beginning to Get This “Big Order” Business—Opportunity 
for All in a Field That Is Being Revolutionized 


ITHIN a stone’s throw of where you live, jobber 

executive or jobber salesman, the chances are that 

an apartment building is being erected—unless 
you live in a very poor neighborhood, a very exclusive resi- 
dential section or in a very small city. The chances are also, 
at the present moment, overwhelmingly in favor of a gas 
range being put into every apartment in that building. It 
will go in as a matter of course—with no selling effort in 
particular on the part of anybody, and be used with all 
its hazard of explosion, risk of fire and dioxide gas—an 
unclean and unsightly stove. Furthermore, there is an- 
other very high percentage of probability that the owner, 
the architect or the electrical contractor were none of 


them ever approached by an electrical man to have that 





ports o 


building completely equipped with electric ranges. 

With the electrical industry now the second largest in 
the country, with wires running into practically every 
building of such class, with progressive merchandisers 
on the job to sell the apartment dweller all other ap- 
pliances from a flashlight to a washing machine, it has 
been left to the gas man to put the really large in- 
stallation into the building. 

Now it happens that there is a change coming about 
in this direction. Considerable headway has been al- 
ready made in many cities (not all with a cooking rate) 
in apartment range installations. It has been demon- 
strated that such installations can be sold—and what is 
It is safe 


more agreeable, by electrical supply jobbers. 
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Naan RANGE INSTALLATION SOLD IN THIS MANN 
FIVE FIGURES IN ALL BUT SMALLEST APARTMENTS 
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Indian Village Manor Apartments in Detroit—Ronnah & 
Chaffee, architects. Every one of the 92 apartments equipped 
with an electric range. The order, amounting to $23,460, was 


secured by the Iron City Engineering Co., of Detroit, J. N 
Everback, whose picture is shown, being the salesman who 
successfully followed through. 












to say that a revolution is going to be worked in this 
field within the next five years. 

The jobber who scouts the idea, who throws up his 
hands and says: “it costs too much to cook electrically, 
the people won’t pay. What apartment builder is going 
te put in high priced electric ranges when a cheap gas 
range will do?”, and who will not see this revolution 
coming about, will miss many thouands of dollars that 
might have been his. The fact of the matter is that the 
“impossible” is being done now. 'The movement is just 
getting under way, with progressive jobbers in it, thrilled 
at the prospect. 

In the city of Detroit, Fred Lafferty, vice president 
and general manager of the A. T. Knowlson Co., is firm- 
ly of the opinion that within the next few years apart- 
ment houses will be regularly equipped by the builder 
with electric ranges instead of gas ranges. In many 


cases this is being done at the present time—the -busi- 
ness is coming fast. 

He cited one instance where they had sold 115 elec- 
tric ranges, or in the neighborhood of $18,000 worth, in 











The Sagamore, Rochester, N. Y. There was no jobber on 
the job to get this $28,320 range order and it had to be sold 
direct to the Surf Apartment Hotel-Co., Chicago. 


Photographs on this and the following page furnished through the courtesy of the Standard Electric Stove Co., Toledo. 






a single apartment building. Orders for 10 or 15 are 
not uncommon. In the case of this large order, it was 
a jobber salesman, working in conjunction with the con- 
tractor, who got the business. 


The procedure of the Knowlson company in going 
after such business is to watch the list of contemplated 
build‘ngs carefully and get to the architect before the 
plans are submitted. He finds that the architect as a rule 
is enthusiastic over the possibilities for improving the 
electrical installation in a modern apartment and will 
consent to have the jobber’s representative meet the 
builder and talk over the range feature. If it turns out 
that both are sold, the plans are prepared accordingly 
and the actual installation is then put through the elec- 
trical contractor who receives a commission on the range 
business from the jobber. 


In Detroit there are two energy rates—a high rate of 
10 cents per kilowatt-hour and a low rate, on which the 
range would in most cases operate, of 4 cents. Such 
energy rates, or even considerably higher ones, Mr. 
Lafferty believes to be no great obstacle in the sale of 








Whittier Apartments, Detroit, C. N. Agree, architect. This 
building was equipped with 115 ranges, the A. T. Knowlson 
Co., jobber of Detroit, writing the $18,000 order. 
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ranges. The main 
thing to do is to go 
after this business 
actively with the ar- 
chitect first and 
then the owner and 
show them the real 
advantages of ° the 
electrical _installa- 
tion. 

In his _ opinion, 








C. F. Grishaber, an enterprising 
salesman of the Commercial Elec- apartments that 
trical Supply Co., St. Louis, went rent for $50 a 
up to Springfield, Ill., and sold 16 month and up 


high-priced ranges for this small 7 
apartment—order, $3,440. might well be fitted 








ficiency of electric cooking appeal to the average renter 
and make the apartments more attractive from the rent- 
ing standpoint. In other words, the equipment is then 
the last word, which is what many people want. 

Or suppose the Schenley Hotel in Pittsburgh is cited, 
where the Iron City Electric Co. installed 230 wall-type 
ranges, one in every apartment. James F. Bacon, one 
of their salesmen was 
instrumental in get- 
ting this single order 
for $44,344. 

The Aaron Realty 
Co. owns a_ building 
in 78th street, Cleve- 
land. W. N. Hottois, 















with electric ranges instead 
of gas. The architect is 
deeply interested in every 
refinement possible to se- 
cure for his building. He 
is obliged to save space and 
provide ventilation for his 
client, and he knows that 
the client will approve of 
the appliance that will re- 
move the _ objectionable 
cooking odors—it repre- 
sents good service and ad- 
vertising for the client’s 
building. In the smaller 
cities particularly, the ar- 
chitects are approachable 
‘and the jobber salesman 
has no difficulty in seeing 
the head of the concern and 
interesting him in a new 
electrical feature such as 











Schenley Hotel and Apartments, Pittsburgh, Pa. There are 230 electric ranges in these 


thie apartments, representing one of the largest range orders ever taken—$44,344. The Iron 
Ns. City Electric Co., of Pittsburgh, sold them. Here also is the salesman—James F. Bacon. 


Once such an installation is 
in it helps to sell others. The 
convenience, cleanliness, safety: 
and therefore economy and ef- 













his building is on 78th street in Cleveland and belongs to 
the Aaron Realty Co. Equipment 84 electric ranges, amount 
“9,912, jobber, Leutkemeyer Co., Cleveland, and the successful 
salesman, W. N. Hottois. 





salesman for the Leutkemeyer Co., got their order for 
$9,912 worth of electric ranges. 


In Rochester, N. Y., the Sagamor Apartment Hotel Co. 
installed 120 ranges at a cost of $28,320. 

In Springfield, Ill., the Commercial Electrical Supply 
Co., of St. Louis, through an energetic salesman, C. F. 
Grishaber, sold 16 ranges for a small sized apartment, 
the total figure being $3,440. 

The Holt Electric Co., in Miami and Jacksonville, 
Fla., had ordered four carloads of electric ranges up to 
May, 1923, from one manufacturer. One of its single 
apartment house orders was for 74 ranges, secured by 
salesman O. C. Furlong. 

W. B. Schwartz, salesman for the Commercial Asso- 
ciates, electrical specialty and appliance jobbers of Los 
Angeles, also has the apartment range “bug.” His quota 
is a carload a month, and he has more than made good 
thus far this year. 

P. J. Williams of the Post-Glover Electric Co., Cin- 
cinnati, has also been highly successful in this line. He 
calls his work “Selling Happiness.” 

These are scattered instances in widely separated lo- 
calities under widely different conditions. Here is busi- 
ness running into five figures to (Turn to Page 66} 
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It Pays to Be a Leader In 
Your Community 


An Interview With Warner Sayers of Cincinnati 
A Man That “All the People Know” 


25 to September 8. It will be an industrial ex- 

position with an electrical show included. Nearly 
a thousand Cincinnati manufacturers and business firms 
will be identified with it. 
Special buildings will be erect- 
ed and in the main building, 
130 spaces have been reserved, 
at this early date, by the elec- 
trical concerns who belong to 
the Cincinnati Electric Club. 
The greatest electrical spec- 
tacle that perhaps the world 
has ever seen will be staged 
there—a spectacle designed 
and supervised by Dr. W. 
D’A. Ryan, international il- 
lumination authority, of the 
General Electric Co. He will 
donate his services gratis and 
the Union Gas and Electric Co., 
the central station of Cincin- 
nati, will furnish the current 
gratis. Yet the total expense. 
to the Cincinnati Fall Festi- 
val Co., will be $40,000.00. In 
Washington Park, opposite the 
great Music Hall, four towers 
will be erected, each 100 feet 
high, covered with a myriad of 
jewels upon which batteries of 
flood lights will direct their 


rays. 


C INCINNATI is to have a Fall Festival, August 


him. 
In this park also will 
be a nest of great searchlights 
from the United States Navy. These searchlights, of 
every color of the rainbow, will scintillate their rays 
straight up into the heavens, in the form of a great fan 
of indescribable beauty, which may be 
miles. 


seen for 28 


Through this great exposition and electrical spectacle 
the eyes of the whole country will be directed to Cin- 
cinnati—long known as the “Gateway to the South.” 

All this, however interesting in itself, leads up to 
another matter. This great enterprise is headed by one 
of our electrical supply jobbers. Warner Sayers of the 
F. D. Lawrence Electric Co., Cincinnati, is president 
of the Fall Festival Co. and is devoting practically all 
to it. 
taken a big job and it will go over in a big way. 


of his time This young Kentuckian has under 

It seemed to your interviewer that Mr. Sayers, in 
view of this local activity outside of his own business, 
must hold some strong opinions concerning the relations 








Warner Sayers, F. D. Lawrence Co. 


“In doing something for his community a man 
cannot help but broaden himself and cause a 
greater number of people to know him and like 
Incidentally the bread he casts upon the 
waters will eventually come back.to him.” 


This 
l'o the salesmen, his sugges- 


of a jobber or jobber’s salesman to his community. 
turned out to be the case. 
tions are these: 

“First, every salesman should belong to his local elec- 

trical club or ‘Electrical| 
League’. (That goes without 
saying. But in addition to 
that, you will find it to your 
advantage to belong to at 
least one organization and if 
possible several outside of your 
own field of activity- 
Churches, charitable associa- 
tions, the Y. M. C. A., lodges, 
political clubs, civic organiza- 
tions—all offer opportunities 
where you can stép in and be- 
come a factor in some line of 
endeavor or work. And I do 
not mean simply to ‘belong’ 
but to do something and to be 
somebody in that particular 
organization. 
“There are two reasons for 
this. First, you will be doing 
something to improve or help 
your community. And as your 
community improves or pros- 
pers so will you, personally, 
and so will your own business. 
And second, there are direct 
results that will come to you 
in a surprising number of ways 
as the scope of your activities 
enlarges, in work outside of your regular line. 

“I do not wish to imply that a man should be active 
in church work or in a civic organization just simply to 
try to cash in on this activity in a selfish way. But in 
doing something for his community a man cannot help 
but broaden himself and cause a greater number of peo 
ple to: know him and like him. Incidentally the bread 
which he casts upon the waters will come back to him. 


“Possibly some of the fellows who read this will say 
that I am preaching. Maybe so. But try it out for 
yourselves and see if there is not something to the ser- 
mon. You will find yourselves rubbing shoulders with 
a great many people who know very little about electricity 
and its applications, and less about the jobber and his 
function. Yet these people are the ones who ultimately 
consume our products in one way or another. Almost 
always, when these people find among their acquaintances 
(Turn to Page 65) 


an ‘electrical man’ they come to 
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Appreciate the Electrical Business 


Outsiders Say That Nothing Ails It But the Goofs Who Don’t 
Know How to Keep What They’ve Got 


NE of the biggest jobs we electrical men have to 
O set ourselves at is to realize the size, importance, 

opportunities and future of the business we're in. 
We have expended so much time and inventiveness trying 
to find out “‘what is the matter with the electrical business”’ 
that we have almost entirely 


overlooked the fact that we’re 


vested in shipbuilding, oil, printing and publishing, and 
the packing industries combined. It’s five times as much as 
is invested in rubber and fifty per cent more than is tied 
up in all the iron and steel work in America. 

Do you happen to know that when the melancholy de- 
pression hit this fair land in 
1920, the central station in- 





part and parcel of one of the 
fastest-moving industries on 
earth. 

Moving too fast for some of 
us, 

The other day I saw the 
dope on how the hardware 
jobbers are horning in on 
what certainly ought to be 
the electrical jobbers’ field. 
While our own leaders are fill- 
ing the press with assertions 
(well backed by figures from 
the bankruptcy courts) to the 
effect that there are “too many 
electrical jobbers,” our merry 
little playmates in the hard- 
ware trade are not merely nib- 


tric iron. 


business. 





RIGHT now appliances of all 
sorts can be found that are 
made, distributed and installed 
by people you never suspected of 
having an electrical idea. 
siders have even grabbed off one- 
half of the business in the most 
staple of appliances—the elec- 
Why? 
cause we have been spending our 
days in traveling the same old 
rut, and our nights in telling 
each other what ails the electrical 


dustry showed an increase in 
gross earnings? Yes, 
While general business 
slithering and skidding down- 
grade, little old John Central 
Station took in more dollars 
than in the previous boom 
days. Power load fell off, of 
course, but according to the 
figures of one big central sta- 
tion syndicate the residence 
and commercial load climbed 
about 3 per cent while other 
kinds of business. were shiver- 
ing in the cyclone celler. 
Now, facts like this mean 
something to you personally. 
They mean something to your 


sir ! 
was 


Out- 


Simply be- 








bling away at our pie, but they 
are grabbing for the whole pie 
and have the nerve to make love to the cook besides. 

Last year’s list showed 428 general hardware jobbers 
cataloging and selling electrical household specialties; 
this year the number is 469—about 10 per cent increase. 
The average hardware jobber—take ’em as they run— 
travels 12 men. So the 1922 enlistments of hardware- 
men gives us electrical jobbers’ salesmen just about 500 
more competitors on the road than we had a year ago. 
When the whole hardware trade takes up electrical stuff, 
we'll have 3,000 more of these pesky competitors to split 
orders with. 

And all our fault. We've been orating and bellyaching 
about what ails the electrical business. The hardware 
man says, “Nothing! The electrical business is fine. 
We like it and we’re going after more of it. Get out of 
our way or you'll get stepped on.” 

Hot dog! 

* * * * 

Believe me, the electrical business is fine. 

It is about the finest big business there is. 

All it needs is for us fellows who are in it to realize 
some of the big, fine truths about this business—and then 
go out and tell the world about ‘em. ‘That's one of ory 
biggest jobs. 

For example, take the central station part of the busi- 
Here’s a little department of the industry that has 
Tidy sum—five 


hess, 
some five billions of dollars invested. 
billions. It’s more than twice as many yen as are in- 
It’s as much as is in- 


vested in the automobile business. 





trade. They mean that fun- 
damentally this electrical busi- 
ness of ours is solid, that its troubles are superficial, and 
when you and your trade realize that you're in a solid 
business you'll not get blue and panicky every time a 
north wind blows. When you realize that the electrical 
industry is gathering in the sheckles right along during 
hard times, it doesn’t take a whole lot of intelligence to 
figure that those sheckles—or part of ’em—are going to 
find their way to you pretty soon. 

And then look at the way the industry added new 
customers all during the last depression. Other busi- 
ness wasn't, but the electrical business kept right on 
growing. In 1920, general business showed hesitation 
early in the year, started to skid toward the cellar along 
about June, it almost touched bottom in March of 1921, 
and then jolted along like a 4’d on one cylinder until the 
beginning of 1922. 

But didja notice what happened to the electrical busi- 
ness? During the peak of good times in 1920, we added 
something less than 950,000 customers to the central sta- 
In 1921, the new customers added numbered 


That was some slide! 


tion lines. 
over a million. In other words, we gained more new 
customers during the “panic” than we did during the 
“boom!” 

And they’re your customers as well as the central 
station’s—don’t forget that. Every new customer added 
to the central station lines means a certain amount of 
wire, fittings, fixtures, lamps and appliances, as well as 
a definite increase in power plant and_ transmission 


equipment. You can no more dodge.this business than 
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you can dodge the weather. It just is. Whether you 
get a nickel’s worth of orders out of it or not, the adding 
of a million new customers to the central station lines of 
the country means that a certain considerable amount of 
wire must be strung, a million meters must be set, some 
15,000,000 sockets must be sold, and other stuff in pro- 
portion. 


This truth goes also for your trade, the electrical 
Every new customer on the lighting company’s 
lines means a new prospect for an electric iron, a vacuum 
cleaner, a washer. It means that these new light users 
have got to buy just so many lamps a year, if they don’t 
spend a cent for anything else. 


dealers. 


As a matter of fact, the estimated sales of electric 
goods at retail amounts to $18.75 per capita per year, and 
when you add a million new per capitas you’re increasing 
the market possibilities by $18,760,000. That’s the in- 
crease we enjoyed, mind you, during a year when busi- 
ness generally was going to hell stern foremost. 

To be sure, the actual sales of appliances and materials 
took an awful slump. Folks were obsessed with a mania 
for hanging onto their money, and they put off purchases 
to an extent that like to have filled the poor-houses with 
electrical peddlers. But we had plenty of company— 
and the company was in a whole lot worse state. And 
the condition was temporary and didn’t last half so long 
in our business as it did in most others. We were lucky 
—only we didn’t know it. 

That’s our trouble—we don’t know how lucky we are. 
We grouch and grouse and tell each other what ails the 
electrical business, instead of realizing that what chiefly 
ails it is a lot of sour conversation by guys who are both 
crazier and luckier than a left-handed pitcher. 

“What ails the electrical business?” 

Ask the hardware retailer. He'll tell you that the only 
thing that ails it is the goofs who don’t know enough to 
keep what they’ve got. These hardware hombres have 
sneaked in and confiscated just about an even third of the 
washing machine sales—that’s one of the things that ails 
it. They have appropriated pretty close to 20 per cent 
of the vacuum cleaner business. They sell almost ex- 
actly one-fourth of all the electric irons made and sold in 
this country. It must be a pretty rotten business when 
the hardwareman turns highwayman and steals these 
sales away from the electrical trade. 

* * * ~ 

Trouble is, the electrical business is growing faster 
than we are. More people want to buy electrical wares, 
more dealers want to handle them, more manufacturers 
want to make them. Right now appliances of all sorts 
can be found that are made, distributed and installed by 
people you never suspected of having an electrical idea. 
How come? Simply because we have been spending our 


days in traveling the same old rut, and our night in tel! 
ing each other what ails the electrical business. 

Take flat irons, for example. Only half of them pas, 
through electrical trade channels. About 25 per cent of 
the country’s electric flat iron production is marketing 
through the hardware trade, as I’ve already said; anot), 
or 12 per cent passes through the house furnishing goods. 
trade and department stores; the other 13 per cent o/ 
sales are characterized as “miscellaneous,” which means 
that they are probably passed out as premiums, sold for 
export, and scattered through a variety of outlets suc! 
as the mail order houses, the farm lighting plant agents, 
and various sorts of peddlers. Even some furniture 
stores sell electric flat irons and some drug stores. But 
the big thing to realize is not that a lot of nondescript 
dealers handle flat irons, but that only 50 per cent pass 
through any sort of recognized electrical trade channel. 
The outsiders have already grabbed themselves an even 
half of the business in the oldest and most staple appli 
ance we make. 


The same, in some degree, is ttue of other items. The 
hardware trade, to repeat, takes about an even third of 
the washing machine business and almost a fifth of the 
business in vacuum cleaners. The department stores 
have a firm hold on cleaners, hair curlers and a big share 
of the hollow wares. Anyone who takes the trouble to 
dig among the figures will find that a very large per 
centage—probably a third—of all the stuff which has 
popular sale reaches the public via some route from 
which neither the electrical jobber nor the electrical job 
ber’s salesman profits. 

What ails the electrical business? It isn’t the dis 
counts, like séme folks say. The discounts seem to be 
attractive enough to tempt other trades to handle our 
stuff. And these same discounts, if we had the whole 
volume of business instead of just part of it, would put 
us all at the wheel of a Pierce-Arrow. It isn’t the de- 
mand, for the demand is strong enough to pull other mer- 
chants into the field. What ails the electrical business is 
that it’s getting away from us. 

And the reason it’s getting away from us is that we 
don’t realize our opportunity—don’t realize what a great, 
fine business we're in—don’t realize that it’s because this 
business is so good that hundreds of new competitors ar 
hopping into it every year and taking it away from us. 

It’s up to us to sell ourselves and our trade on the 
electrical industry. That is one of the biggest jobs the 
jobber’s salesman has in front of him. And having sold 
ourselves on the electrical business the next step is to 
hold the electrical business for ourselves. For you'll no 
tice this, that a man who values a thing is mighty tena 
cious in hanging onto it. The things that get away from 
us are things we don’t really appreciate. 








It Is Time to Lay Plans for the 
Fall Lighting Business 
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Keep After the Contractor 


Much Is Expected of the Jobber Salesman in Helping to 
Make the Contractor a Business Man 


trical contractors has been evident from the be- 

ginning. At this moment the evil is more pronounced 
because the great construction activities have thrown 
greater opportunities in their direction than ever before. 
Nearly 25 years ago, T. L. Townsend was out preaching 
the gospel of better business to them. Below is printed 
one of the addresses he was accustomed to make at get- 
together meetings of contractors all over the country. He 
did not handle the subject with kid gloves. 


Lt of sound business methods on the part of elec- 


There are more contractors to deal with today. But 
the army of education is vastly greater. There are now 
4,000 jobber’s salesmen to take up the torch. In recent 
issues, specific duties have been pointed out to you. (1) 
To teach the contractor how to sell his services at a 
profit. (2) To quit trimming bids and sell the public 
adequate installations: (3) To keep books and know 
what he is about. By doing some of this educational 
work each day you as salesmen will increase your own 
profits. 





“J should like to make a few general but not personal re- 
marks before opening for regular business. 

“For several years past it seems to have been a fad, hobby, 
notion or rule of the electrical fraternity of this city to con- 
duct its business on a line that if the customer derived all the 
benefits and the contractor and dealer no profits, a larger bank 
account would be the result if plenty of this class of work could 
be obtained. 

“Why this has so long continued 
can only be answered by the length 
of the original pocket-book and the 


a little reputation, I will cut the prices; do the job at cost. 
“What does the old-timer do when he see’ trade drifting 
away? He cuts also—only a little more. The student has 
his war-clothes on and he proposes to show that he is no chump 
and he goes one better. Down the ladder you go and the fight 
goes merrily on. What is gained? Nothing—the prices are 
down and probably can never be brought back. What is the 
next step? Some one gets tired, is running behind with his credit, 
and a bold stab is made. Call on 

the stockholders, fire the worn-out 





kindness of the supply house credit 
system. Looking back, you will see 
little else than years of wasted 
energy not to be recalled, a de- 
pleted pocket-book and possibly an 
impaired credit. ‘Quick sales and 
small -profits’ is. a maxim that 
might be applicable to some lines 
of trade, but hardly to the local 
electrical. 

“A few of the members are old- 
timers in the business and I think 
they will bear me out in some of 
the statements I am about to 
make. 


“T think I can truthfully say that 
$150,000.00 will not cover the losses 
in the electrical fraternity, during 
the past few years, in this city 
alone. There was a time when 
this business was a profitable and 
pleasant one. What is it now? 
You may possibly be grubbing out 
in existence—no more. Undoubt- 
edly some are glad to get that. 
\t the rate you are going you will 
not be able to gather that in, in 
a very short time. ° 

“It is the old story told and re- 
told—a lesson taught but never 
learned. It will not take so long 
to tell why we are now at the bot- 
tom of the ladder—round by round 
we have gradually descended. Low 
prices for material and for work 
have been the ruination of several 


cities. The old, worn-out saying, 
so familiar to the old-timers, run- 
ning something like this—‘I will do 
up this and that concern, and soon 
I will be alone in the field to reap 
the benefit of my shrewdness.’ 
Chis makes the old-timer smile, for 
he knows that he has helped bury 


more than one. The method tions. Many of them came to Buffalo 
as delegates and were introduced by Mr. 


adopted by the new-comer to him 
seems new. It is—as he reasons Townsend. 
with himself—I am new on the 
vround, and to get business and 








T. L. Townsend 


National Electrical Supply Co. 
Washington, D. C. 


Prior to the formation of the Na- 
in this city, and many in other tional Electrical Contractors Associa- 
tion, Mr. Townsend had been forming 
local contractors’ organizations in most 
of the principal cities east of Denver. 
When Mr. Charles Eidlitz issued the 
call for the Buffalo meeting in 1901, 
which resulted in the National associa- 
tion,.Mr. Townsend furnished the names 
of the officers of these local, organiza- tion. If you are not willing to 


partner, get a new partner or 
shut up shop. And the band still 
plays on. If one concern digs a 
big hole, crawls in and pulls the 
hole after him, he is not missed, 
but he is not forgotten. The war- 
riors left on the field of battle are 
resting up. Along comes another, 
green in the business, but seeing 
fabulous wealth in a business that 
is still in its infancy, dumps his 
load of dollars in a hopper, and 
with the keen scent of a tried and 
true fighter follows in the steps of 
the departed. Same old story that 
makes us all weary is again gone 
over and the fittest survives, but 
badly wounded. After all the 
wasted years you have laid noth- 
ing by; you are poorer in pocket 
and health, and you are finally 
carried to your long, last resting 
place and the headstone over your 
grave should be lettered—‘A life 
wasted in the electrical business 
that future generations can look 
with reverence on the burial place 
of one who fought well but not 
wisely.’ 

“Undoubtedly I shall be the first 
one of members present who will 
retire from the field, but do not 
think that my place will not be 
taken. I will not be missed—but 
I can rest on my oars and look 
back at the poor, deluded mortals, 
fighting and worrying for their 
daily bread in a business that has 
been ruined in its infancy. There 
is but one more round in the lad- 
der for you to descend and then 
you are on the last; grip that and 
thank God that you are alive. 


“Existence on the lines hereto- 
fore travelled is out of the ques- 


profit by your past experience do 
not kick yourself for that for which 
you are alone to blame. The 
remedy is before you. What is 
it?” 
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My Likes 
and Dislikes 


Salesmen Who Have Sold Me 


Electrical Equipment 


By A. CUSTOMER 


LIKE the man who will come into my place with an 
I: of business and plainly state who he is, what he 
sells. 

I dislike the man who slides into my store like a cul- 
prit, who hems, haws and beats around the bush before 
he comes to business. 

I like the chap who uses good, plain, forceful English, 
who abstains from using that much abused word “‘propo- 
sition” and who takes as little time as possible to unfold 
his tale. 

I detest the man who, after he has talked to you, leaves 
your mind in a clouded state, with a maze of figures, 
rates and other details that the average layman fails to 
grasp. | 

I always like to do business with the man who can 
answer my questions quickly, who I know has mastered 
the details and who has terms and prices at his finger 
tips. 

I fight shy of the man who fumbles through long 
printed lists, who refers first to this book then that, and 
who is never sure of his statements. 

I like the chap, to whom I say frankly, “I am busy 
today,’ who knows that I mean it, and will not try to 








steal or usurp my time and who realizes at certain times 
a man really is tied up with more important details. 

I hate the fellow who tries to force me to see him, who 
also will not take your word for your statement and who 
will insist that you devote your mortgaged time to him, 
and what is more he never gets my name on the dotted 
line. 

I also like to accommodate the salesman who does not 
hesitate to tell me frankly and truly what he thinks is 
best for my trade if he really knows. 

I hate to do business with the chap who has a “pet”’ to 
sell and who will almost try to force it on you, no matter 
whether it is best suited to your conditions or not. 

Give me the man who will not offer any snide, cheap 
tricks to gain his point, who will act fairly and above 
board and who never tells me, “you will make a mistake 
if you do not buy my goods.” 

I never did like the fellow who made me feel cheap, 
who also made me doubt the wisdom of judgment in 
previous transactions and who makes me feel like a 
“dummy” when it comes to buying. 

— I like the fellow who is clean, well groomed and who 


looks like an honest man. 























I like the chap who uses good, plain, 
forceful English and takes as little time 
as possible to unfold his tale. 





I hate the fellow who tries to force me 
to see him and insists that I devote my 
mortgaged time to him. 








Give me the man who will act fairly 
and above board and will not offer any 
snide, cheap tricks to gain his point. 
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Hot Tips from Hot Springs 


Nine Executives Give Nine Different Views Regarding the Three 
Most Important Things to Help a Salesman 


By THOMAS F. CHANTLER 


Of the Staff of the Society for Electrical Development 


INE tailors, according to the old saying, are 
N needed to make a man. Perhaps they are and 

perhaps they can. But only the good Lord 
knows how many sales executives are needed to make a 
sales-man that all would pronounce good. Even then 
after the job had been done to everybody’s liking Mr. 
Salesman prebably would supply the final touch by 
calmly declaring that most of the credit belonged to 
limself anyway. 

Be that as it may, at the Hot Springs convention re- 
cently, nine successful executives of jobbing, and manu- 
facturing houses were requested to answer this question: 
“Supposing yourself limited to saying just three things 
to a new beginner in salesmanship, what would you deem 
it most important to tell him?” 

Doubtless you will find yourself believing that nine or 
90 men should answer it pretty much alike. Ask nine 
beginners in salesmanship that same question and no 
doubt the answers will tally very closely. Beginners 
are proverbial for displaying small individuality in 
thought or action. But these men reported here are 
all old hands; their understanding has been fashioned 
in the hard school of experience. ‘That is why their 
answers differ—each has had experiences peculiar to him- 
self and has deduced accordingly. 

Just by way of mingling an outside point of view with 
that in the jobbing field, two men in the manufacturing 
They were Sidney T. Beatie, 


end were interviewed. 


grouchy, his chances of selling are nix. 


general manager, R. Williamson & Co., and “Jack” 
Price, sales manager, The Albert Wahle Co., and then 
there’s George L. Patterson, president of Stanley & Pat- 
terson, representing both the jobber’s and manufac- 
turer’s point of view. In addition there were interviewed 
among men in the jobbing field the following: 

John L. Owen, general manager, E. B. Latham & Co; 
“QO. Fred” Rost, treasurer and general manager, Newark 
Electrical Supply Co.; “Bob” Power, general manager, 
Philadelphia Electric Co., Supply Department; A. F. 
Thatcher, secretary, Alpha Electric Co.; F. N. Averill, 
the Fobes Supply Co., and Henry P. Andrae, president, 
Julius Andrae & Sons Co. The opinions of these nine 
men follow, although not in the order of the names as 
here given: 

Courtesy.—‘“To be truly courteous—that is the sales- 
man’s greatest asset. A man can know all expected of 
a salesman, but if he tops it off by being boorish and 
But the man 
who is truly courteous, a real gentleman, will land on 
his feet somehow.’ 

V isibility.— “Next, give me the man whose ‘visibility,’ 
so to say, is high. I mean the man who has that some- 
thing about him which does not permit him becoming 
lost to notice in a group, no matter in what company he 
finds himself. Of course, wearing a purple suit or tolling 
a big dinner bell, is one way of keeping in the picture, 
A great actress said 


but that’s not the way I mean. 





Courtesy Visibility 


Service 


C CO 


Get the Price 





Know Quality Know Price 


Work with the Organiza- 


patent Sell the Leaders 











O O O O 
The Golden Rule Know the House Policy mache the House Fight Customers’ Battles 
O O O O 

Learn the Business Work Accuracy Watch Credits 
Oo Oo Oo Oo 





Avoid Overselling 


O O 


Know the Line 


Advocate 
counting 


O O 


: A "Urs = 
Personal Appearance peunete Ae 





Teach Prompt Collections Be Loyal to Yourself 


O O 











Serve Rather than Sell Know Human Nature 


C) C) 











Here are 24 important assets of a jobber salesman represent- 
ing the views of nine executives. It wouldn’t be a bad idea 
to check-mark those factors where you think you are per- 
forming somewhere as you should and then strike a per- 


centage of your personal efficiency. 
blank. Strong factors — 24 = per cent efficiency. 
this is of course but a rough approximation, it will neverthe- 
less give you some basis for self analysis. 





Weak factors, leave 
While 
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once that one cannot be eccentric until one knows where 
the center is. The fellow I have in mind is the one who 
stands out by sheer force of personality—your eye goes 
to him instinctively. But if you were asked to tell why, 


you would probably find it difficult to say.” 

Get the price——‘This is the proof of the pudding. 
Anyone can get rid of goods if he cuts the price enough. 
But that isn’t selling. Salesmanship implies getting a 
profit. 
profit. 


So the salesman must be one who will fight for 
If he cannot or will not do that he is a liability.” 


Service—‘‘The first thing for a salesman to under- 
stand is the service his house can render. All his sales ac- 
tivities rest upon that foundation.” 

Know Quality.—“Next, he must be fully and correctly 
informed upon the quality of the merchandise he sells. 
Yes, I know that sounds trite. But salesmen call upon 
me almost daily. With many of them I have only to 
ask a few really searching questions regarding their 
product in order to have them floundering hopelessly 


in a sea of conjectures and ‘don’t-knows.’ It would be 
laughable were it not so tragic.” 
Know Price-—‘“The salesman must be quick at the 


trigger in giving price information. The jobber’s sales- 
man has many prices and terms to handle and when 
called upon to do so, he must state them quickly if he 
is to avoid creating an adverse impression. What I 
mean is this: When a salesman who calls on me is slow 
or uncertain about quoting prices and terms, my in- 
clination is to figure that he has a better price and better 
terms up his sleeve. 
them. Frequently I do, too. 
likewise.” 


I suspect other men do 





Work with not for the organization—‘The first thing 
which I try to have a new salesman understand is 
that he is working with me and the organization, not 
for me and the organization. When a man believes he 
is working ‘for’ rather than ‘with,’ he quite logically 
leaves it to others to tell him what to do and how to 
do it. No salesman can do good work on that basis.” 

Sell the leaders——‘‘In any line of selling I think it 
is a good rule for the salesman to follow, to sell the 





So I forthwith set to work to get. 


leaders, the high profit lines. That’s where he can show 
forth to the best advantage as a general rule, for it’s 
where the most salesmanship is needed.” 

The Golden Rule—‘Recently the Electrical Suppl; 
Jobbers Association adopted a ‘Code of Ethics.’ As | 
read it, that Code boils down to the Golden Rule. | 
do not think the salesman can do better, as a third 
consideration, than to study that Code until he has 
grasped its full significance. Then let him practice wha: 
it preaches—the Golden Rule.” 





Know the house Policy—‘The policy of the house 
that’s the first thing for any salesman to inform him- 
self upon.” 

Represent the house properly—‘Then I should want 
the salesman to be fully and clearly informed regarding 
what the house expected of him—duties, personal re- 
sponsibilities, and so on. Selling is one thing, and rep 
resenting the house satisfactorily is another. The house 
may be an old one that has hewn to one line consistentl, 
for years and that has built up a reputation and good 
will accordingly. Naturally, of course, the trade will 
expect the salesman to be in step with that tradition. 
The recruit must learn to act and think in harmony 
with these traditions. Otherwise he just doesn’t belong.” 

Fight customers’ battles.—‘‘Next, we tell our salesmen 
that a big part of their job is to fight the customers’ 
battles The house, if it is to survive and prosper, must 
do so by rendering service Rendering service boils down 
to finding out what the customer wants and doing it 
whenever that is possible and consistent with the best 
interests of all concerned When the customer wants 
something that is unreasonable it’s up to the salesman to 
work the other way round and fight the house’s battles. 
But generally speaking, there is much the customer wants 
that it is perfectly proper for us to grant, provided we 
so understand.” 


Learn the business.—It’s funny that you should ask 
that question the way you did, for just about all that we 
do tell our salesmen goes under three heads. First of all, 
we sell the new salesman on the importance of really 
learning the business. We point (Turn to Page 58) 





the operating and profit columns. 


TABLE FOR FINDING THE SELLING PRICE AT 
A Known Percentage Of Operation And Profit 


Add to cost of labor and material the percentage at the intersection of 


MANHATTAN’S “PROFIT PERCENTAGES” CARD. 


Here is something that has 
set many a contractor think- 
ing. “Bill” Dancy of the Man- 
hattan Electrical Supply Co., 
St. Louis, uses it very effec- 
tively as a post card. On the 
side opposite to that repro- 
duced here is the legend— 


























- 5x 10% ___15%_|__ 20% __ 25% | _ 30x [__35z_] 40x For Greater Profits for 1923— 
{> 5% 10% 18% 25% 33% 43% 54% g7% i23* use this card and buy from 
“ ” ‘ $1)? 

EG 3118. = = 4 = 71 87 107 Manhattan”—“Bill” Dancy. 

a 9 Yiis 25 33 43 54 67 82 100 122 The card is self-explanatory. 

ial 5 <] 17% 4 = = 4 Zz m4 122 is If a contractor knows what 

5 o& 125 43 54 67 82 100 122 150 186 his operating cost percentage 
30 S7 82 100 122 159 186 233 is, and how much profit he 























add 60% to the cost of labor and material. 
EXAMPLE: Labor and Material $100.00 + 60% - 


Operating 17!,% of $160.00 — $28.00 
Profit 20% of 160.00== 32.00 


$60.00 
MANHATTAN ELECTRICAL SUPPLY CO,, 








If your operating cost is 17!% of your sales and you want a profit of 20% of your sales 


- $160.00 Selling Price 


$100.00 Labor and Material 
60.00 Operating and Profit 


$160.00 Selling Price 
1106 PINE ST., 





wants to make on a job, he can 
find out his selling price in- 
stantly after estimating the 
cost of labor and materials. 
Every jobber salesman can use 
this effectively in his work of 
educating the contractor. 


ST. LOUIS, MO. 
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Market for Electrical Supplies 


Compiled Monthly From Reports Made to THE JOBBER’S SALESMAN, by 


Jobbers, on Market and Price Conditions for 21 Key Products 























































































































































































































EASTERN STATES* CENTRAL STATES* WESTERN STATES* 
MARKET PRICES MARKET PRICES MARKET PRICES 
May 15 to General May 15 to General May 15 to General 
COMMODITY June 15 Trend June 15 Trend June 15 Trend 
wal os net el od Se Ce 
Transformers, insulators, distribution equipment heal 10} 6 Balt 26} O|| 18 | 17] 10 fant heal Hake thisd Koad Huds | Bg os 
Poles and pole-line hardware .................. lanl eel ie %.5 23} 2} 11 20 Siok 5} S31] 2 4 Beak 2}; 1)11 ae 
Switchbcards and accessories .................. Took. Renal 9| 2| 2% a Sab 17} 11 *B 27 | $i & Tad Fis 10 Tad 
Motors and control apparatus ................. tov heal 2{ 9; 15| 2 6/19] 6 | 8 | a2 ies “Ga Pe: 5 Re Fidl aa 
Safety OS So 6 oldie d Ging «cdc mame. oe 25;}10| 1} 6/28; 2] 28| 14] 2] &5| 385] 4 a7 7-3 8 te af 
Wintel eee a oho. vie Sis co skied ce sins Seer aaa head tx 1} 11/23] 1] 2/16) 3/11 } $0 41/12; 4] 1] 6 | 10 eal 
Concie S0S MRM ioe 6 5 obo des cee ocd es SOUN eed 7 0 ed hoot Bed | Sait Sud 7 | 33 5 |} 12 3 1 5 Frew dl 
R. C. wire and cable........... SP ie 20 | 6] 1| 7|16)18 22) 21| 2} 4} 20/12] 9) 6] 1] 2) 7) 7 
W.. Bi as tig on oe ee oiucs ns d's o 4 ce oe 15) 14} 3) 44) 12) 16 Soul 29} 5) 2112] 30]) 5 7); 4) 2] 5| 9 
Lauiccaie aes bs oso cd Hie cs waren ons vn wk «5 18 | 16 2 1 | 24] 11 |] 14 | @ 2 1 | 23 | 20 4; 9 2 0 8 Lie. 
ee ee ae 14/;18| 5|27| 4 9/20) 14/] 8/383] @ 4}, #/ 8) 2 12 ad 
Commercial lighting umits.................... Pe Bod a3 Sa - Bau Fndl ual 14] 2 | 2 $i &| 6 1 Beedt ce 
Residential lighting units...................... | 7}.6} 3 19 2 i|17| 10] 6) 5) 28) of 7] 3] 2] oO} 12] o 
Street lighting equipment...................... ‘ Gea 10 | 0 fecal hes Siok Bad 165} 1;2@] @ 2} 2 Fug 0 at BS 
Heating mene... ot eo eee eke w de} 9] ije7| 7] 9 i 10] 1} 38] 6} 1] 10} 4] of 14) 1 
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Famess htt gore tas ce es 8 ames s hx oo wena 25 | 10 1 0 | 35 1 || 27} 11 7 2|;43 |] 0 8 3 4 0} 14 Sa 
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_ _ *Eastern States include all between the Atlantic Coast and the eastern boundaries of Ohio, Kentucky, Tennessee and Alabama; Western States 
mp all between the Pacific Coast and the eastern boundaries of N. Dakota, S. Dakota, Nebraska, Kansas, Oklahoma and Texas; Central States 
alt between, 
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T OUGHT not to need any argument to 
I prove that thrift is a good thing. 


It is good for the indi- 
vidual, for it gives him in- 
dependence and comfort. 

It is good for the state, 
because revolutions do 
not occur where people. 
as a rule, are saving 
money. 

Some of the essentials 
to thrift are not generally 
understood. Among them 
are: 

1. A stable currency. 
There is no inducement to 
save if your $10,000 to- 
day is going to be worth 
only $4,000 in ten years 
from now. Whatever 
makes currency fluctuate 
is an enemy to thrift. 

2. The income tax 
should be abolished. It is 
a penalty upon industry 
and saving. It penalizes 
thrift. The sales tax 
should be substituted as 
the most expedient and 


practical form at present for raising money for 


the government. 


3. Savings banks should be encouraged. 
Particularly the movement at present to allow 
savings banks to open branches in all parts of 
the city and throughout the country is a good 


one. 


4. Wedo not need thrift preaching so much 
as thrift conditions. Exhorting people to save 


The Best Preparedness 
is Saved Up Money 


Essentials to Thrift 


By DR. FRANK CRANE 





Copyright, 1923, by Dr. Frank Crane. 






money is of little benefit so long as all indirect 
influences work against savings. 


Without a little thought 
it is not apparent that 
fluctuating currency or 
the income tax have any- 
thing to do with savings. 
But the simplest reason- 
ing shows that these two 
factors are vital. 

“America,” according 
to a recent financial ar- 
ticle, “is becoming more 
and more a nation of 
savers and investors. Of 
course, the more the 
American people can save 
and invest the greater can 
become the development 
of the nation’s resources 
and the more widespread 
can become the _pros- 
perity of the people.” 

The best preparedness 
is capital, which is 
nothing but saved up 
money. 

Success in war is be- 
coming more and more a 


matter of having plenty of resources with which 
to supply the implements of war. In fact, the 
chief guarantee of peace in Europe today is 
that all the various nationalities over there who 
want to fight are practically bankrupt. If they 
had money they would be at it straightway. 

It was the enormous resources of America 
thrown into the wavering balance that decided 
the issue in the last great war. 





An Editorial by Dr. Crane Appears in Each Issue of 
THE JOBBER’S SALESMAN 
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Pictorial Review of Electrical Developments 


A? 


A remarkable step in the progress of medical science has just 
been revealed by physicians connected with the staff of 
St. Mary’s Hospital in Hoboken, N. J. This is the successful 
treatment of severe cases of pneumonia by what is called a 
dia-thermic method. The method has been developed by 
Dr. Harry E. Stewart of Yale University. The method consists 





A photo of what is without doubt the largest electric 
heater in the world—shown at an electrical exhibit in New 
York. The copper bowl is five feet across, as high as a 
man’s head, with a huge heating element in the center 


which throws a heat beam 30 feet. Not advised for the 
home as it takes as much current as 200 ordinary incan- 
descent lamps.—Kadel ¢ Harmon. 





of the application of plates to the chest and the back and the 
passing of a high-frequency electric current through the lungs. 
This increases the temperatures within the lungs and its bene- 
ficial treatment in pneumonia is in the reduction of the conges- 
tion.-The treatment is really a development of the old mustard 
plaster method, but the latter is inclined to burn the surface of 
the skin. Photo shows the metal plates in position directly over 
the lobes affected, high frequency electricity passing into the 
lungs through the metal plates—Wide World. 





Making a safety test on an electric oven. In the agere- 


gate, throughout the electrical manufacturing industry, 
hundreds of thousands of dollars worth of electrical devices 
are destroyed annually in tests calculated to make sure the 
devices are safe and fool proof.—Kadel & Herbert. 








THE JOBBER’S 


An Indian mummy, said to be 500 years old and the gift 
of J. P. Morgan to the American Museum of Natural His- 
tory, was X-rayed at the museum in an effort to determine 
the state of the remains. When the mummy was unearthed, 
it was found to be entirely covered with dirt and stones 
containing anhydrous sulphate of copper which prevented 
the organic matter from decomposing. Directors of the 
museum X-rayed the mummy to determine the shape and 
condition of the bones and it is possible that the same 
thing will be done with the mummy of King Tut-ankh-amen. 


SALESMAN 


The X-ray process is pictured at the left.—International 
Newsreel, 

Dr. Lee De Forest, who has just completed an invention 
of what he calls the phono-film, by means of which he 
records sound waves on the same film with light waves. In 
recording both light and sound waves on the same piece of 
standard motion picture film, the inventor makes use of an 
ordinary camera to which his device for recording the sound 
waves is added.—Wide World. 
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An airplane view of a portion of the City of Schenectady, New York, showing the main works of the General Electric Co. 
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Miss Gertrude Korn of Brooklyn with 
Uncle Sam’s latest aerial camera for aero- 
plane photography. It is operated by a stor- 
age battery. The camera is entirely auto- 
matic and does away with the necessity of 
carrying an observer.—Photograms. 
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F. H. Shepard, director of heavy 
traction, Westinghouse Electric & Mfg. 
Co., signing the $15,000,000 contract 
from the Virginian Railway—largest 
railway electrification order ever placed. 


View of high-tension switchboard in 

the power house recently opened and 

sie aan known as Hell Gate station of the 

United Electric Light and Power Co., 

at 184th Street and Locust Avenue., The Bronx, New York. This huge board 

controls the distribution of current which at voltages of 11,400 and 13,200 comes 

from four turb-generators developing a total of 155,000 kilowatts——OUnderwood 
& Underwood, N. Y. 





To the Reverend John Roach Straton, pastor of the 
Calvary Baptist Church of New York, falls the distinction 
of being the first minster to preach a sermon broadcasted 


Young lady having a permanent wave put in her hair at direct from his pulpit. Although church sermons have been 


the hairdressers association exposition at the Waldorf 
Astoria Hotel in New York. The heaters are electrically 
operated. The wave is supposed to last for a year.—Inter- 
national Newsreel. 


radioed through nearby stations, it remained for the 
Calvary Church to erect and put in operation a 360-meter 
100-watt station with the radio room and equipment con- 
tained in the church—Kadel & Herbert. 
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| MEN YOU SHOULD KNOW 
V.C. Bruce Wetmore, watesite" 


“My Impressions of.” Perhaps that would be a 

good way to introduce these remarks about Bruce 
Wetmore. He has two other initials in front, by the 
way, V. C., but he is always called Bruce. 

Approach, then, a wiry man of medium size, fair in 
complexion. First impression is that he is almost 
brusque. Later this is qualified by the understanding 
that it is only an evidence of 
a mind alert. “What do you 


Si tmore very notable writings are headed— 


He came to Boston in 1890 and had a varied ex- 
perience for seven years “doing different things” as 
he expressed it. In 1897 he got into the hardware busi- 
ness with a firm by the name of J. D. Jewett & Co. 
He stayed with this concern until 1900, and in that 
period induced them to put in a line of electrical sup- 
plies. In 1900 he went with the Stuart-Howland Co., 
electrical jobbers (now out of business), as purchasing 
agent and after a year or two 
became sales manager. 





want”—that has got to be as- 
certained and passed upon 


instealle A Business Man 
EN who know Mr. Wet- 


more will characterize him 


While nothing gets past 
him which is of importance, 
and he will listen carefully to 


On April 16, 1906, Mr. 
Wetmore formed a_partner- 
ship with the late Hanson M. 
Savage. He borrowed $1,000 
from a friend to go into this 
business. It was all that 


a detail which has a real as a straight-thinking, hard- Wetmore and Savage had. 
bearing on the matter in hitting man and a financial The friend who lent the 
hand, he is a rapid “sifter.”’ power of a high order. His $1,000 was to get one-fourth 
A few minutes in his office judgment is often sought on of the first year’s profits. 
and one is quickly convinced the financial end of business Then the miraculous thing 


that things are getting done 
there. He is exacting of his 
people in that they must 
think straight and then take 
action at once—no quibbling, 
no long, hair-splitting discus- 
sions. What are the facts? 
Tell him clearly and specifi- 





problems by men outside of his 
own field. He has a mind that 
is constantly trained on the 
straight line of the problem at 
hand. You cannot side track 
him; he sees through to the end. 


happened; they made §$22,- 
000 the first year, so this 
friend made over $5,000 and 
vindicated his judgment be- 
sides. This original $1,000, by 
the way, was all of the capita! 
that has been put into the 
company. The gross sales of 








cally once. Then the answer 
comes back with a snap—do 
this or do that—and it is ended. 

And this cardinal principle of decision is followed 
through in the Wetmore way of merchandising. The 
customer is always right. He is entitled to know at all 
times where he stands without any drifting and grop- 
ing. If he is entitled to a credit, and sometimes if he 
is not so entitled, he gets the credit now instead of 12 
reams of correspondence. 

Bruce Wetmore knows just where his business stands 
every day in the year. It’s all in some small books of 
boiled down figures in the handiest drawer of his desk 
to which he has frequent recourse. Twice a year the 
auditors are in there making a most minute scrutiny 
of every detail of the business. ‘The business has pros- 
pered, and it has always made money in good times 
and bad. And so first impressions would indicate that 
here is a business man. 

And now for the early stuff. V.C. Bruce Wetmore 
was born Dec. 20, 1875, in Gagetown, New Brunswick. 
He finished school at the age of 12 years. A short time 
after that he turned up at Omaha, Nebr., and sold news- 
papers and ran errands for one year. He slept under a 
bench in a telegraph office and had a bank book inside 
his vest and felt that he was a regular fellow. He saved 
up $600. It is easy to say why Bruce Wetmore is 
trying to make the trip pleasing (Turn to Page 50) 


$250,000 of that first year 
have now grown to $5,000,- 
000 plus. The company was incorporated in the early 
years as the Wetmore-Savage Co. 

Mr. Wetmore began early to take good men into the 
business out of his own organization. They would start 
out with a small amount of stock, added to out of their 
salaries and commissions. ‘Today there are about 20 
stockholders in the compaany who own approximately 
one-fourth of the business. Also there are some 300 
people employed by the company including 40 salesmen. 
Each of the outside salesmen works with an automobile, 
machines being furnished by the company outright and 
the company also pays the running expenses. 

Bruce Wetmore does not work for himself alone. 
There is more than one man in Boston who knows that 
he has a habit of helping men out of their financial 
troubles. It is a fact that his name and resources have 
been called upon on more than one occasion to salvage 
a company’s business. In talking with a man in Bos- 
ton who is in the jobbing business, the impression was 
gained that he would go farther to help any man in 
the electrical business who was in trouble than any 
other man whom this jobber knew. To help one man 
out of his difficulty, he said that he knew Wetmore had 
dug down into his own personal cash for $20,000. The 
man who made these remarks had once traveled with Mr. 
Wetmore in South America and said that he was always 
trying to make the trip pleasing (Turn to Page 50) 
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Adventures of Hard Luck Sam 


. He Sees One Battle and Loses Another 


EAR PHIL:—If I ever lean up against another 
White Way post, as long as I live, no matter how 
drunk I am, I hope it falls on me. Furthermore, if 

Mack Sennett had all his Bathing Girls together under 
one of them lights, I wouldn’t raise my head off a hot 
stove to look at ’em, that’s how I hate White Way stuff 
now. Gee! It was great in the old days! You just 
walked up Main Street, figured up how many feet of 
wire, how many streethoods and 250 watt lamps were 
needed, then you wrote up the order. 
done those days was in the penochle game in the may- 
or’s office. 

The deal that ruined me was in Muskrat, Texas, but 
I was staying in Houston because it’s only a short drive. 
The City Engineer was bound to give it to me, but the 
mayor was for Ridpath, and it was so hot between us 
two that they had thrown out all bids and called for 
new ones. That was my meat, because I knew Ridpath 
would make a big cut, and I would. show him up sure. 
So there I as in Houston one fine morning, with our new 
bids to be opened at noon. You know that saying, Phil, 
if the dog hadn’t of stopped he would of caught the rab- 
bit. Well, listen to Station S A M and don’t miss any 
of it. 

I was on my way back to the hotel for mail before 
driving over to Muskrat. Just breezed around a corner 
and met the old Hoodoo face to face. Here come the 
roughest looking bozo I ever seen, full of poison licker 
and spoiling for fight. He wasn’t drunk, Phil, he was 
embalmed. Stood about 7ft. 3, weighed 240 on the hoof. 
He had a polecat under his left arm, and his face was 
all over little scratches from hatchets, cleavers and brass 
kuncks, 

Well, I seen him first, and luckily I was in front of a 
hand-me-down clothing store. I stepped in the line of 
dummies and he passed me up, but he knocked the next 
gent for a sky full of buzzards, hit him so hard the loose 
change flew out of his pocket like rain. Then three cops 
closed on the big guy and crowned him all at once, but 
the sticks bounced out of their hands like rubber. If a 
five-minute egg is hard-boiled, this baby must of been 
in the kettle an hour. He came out of five headlocks 
like a bull through tissue-paper, he bit off half of a cop- 
per’s star and spit it through a plate-glass window. 


Next he broke off a fire-plug, but it slipped out of his 
fingers, and one of the bulls heaved it up and crashed 
it down on the bridge of his nose. That dazed him 
some, but they would of lost him only some citizen 
hopped out of a car with a steel tow-rope. It took six 


peelers to tie him, then we all started for the hoose-gow. 
When they searched him they found a chunk of raw 
horse-meat, a bottle of nitro-glycerin, anda piece of 
emory paper, which he said he shaved with. But when 
they pulled out a dead rattlesnake he cried like. a baby. 
It was bad enough, he says, to lose his polecat, but now 





The only bidding. 


they had killed his snake, which he used to get whiskey 
for his three months old baby, which couldn’t hold milk 
on its stomach. He would let the snake bite the baby, 
then the doctors had to give him liquor for it. 


This gink had wire shoelaces and a woven-copper tic, 
not being able to tie anything else without breaking it. 
The Captain looked him over and asked: ‘Where you 
from, Big Boy?” “Mer Rouge,” was the answer. “What 
you doing away over here?” says the Cap. “Well,” says 
Little Willie, “The boys got rough over there one night 
and run all us jelly-beans out.” Well, the Captain just 
fainted, and when they brought him to, he turned that 
bird loose for fear he would twist the jail all out of 
shape, and I remembered I had important business wait- 
ing. I seen it was too late to go to the hotel for mail, 
so I started direct for Muskrat. 


I got there about two o'clock and found everything 
had come off just as I expected. When they opened the 
bids and seen that Ridpath was so much lower than me, 
(more ways than one, Phil, ha! ha!), they gave him the 
order right away, it was being written up when I got 
there. My friend the Engineer was pretty blue, but I 
told him to buck up and watch me. I knew all I had to 
do to ruin Ridpath was to show them where he had put 
one over on them. So al] I asked was that the Engineer 
would get the Mayor and his committee together for five 
minutes and I would do the rest. 


He got them together all right, and I played my nice 
little Joker off the bottom of the deck. First I pulls a 
long squawk about fair dealing and how, if a fellow gyps 
you once you can’t never trust him again. Then I threw 
my hand grenade right in among ’em. I says all the 
specifications on this job was the same as the first ones, 
and how could Ridpath make such an unholy cut unless 
he was robbing the town on his first bid a couple of 
weeks before! Oh boy! They hadn’t thought of that, 
and they et it alive, Phil, just boiled over and sent for 
Ridpath to give him the air. 

Ridpath was there in a jiffy, but when they jumped 
him he just give me a dirty laugh, pulled a telegram out 
of his jeans and handed it to the Mayor. And he says 
to me: “There’s one just like it for you, Sam, I seen it 
in your box at the hotel.” I rushed over to the phone, 
called the Rice, and they read the wire to me. What do 
you think it says? “All White Way posts reduced 
twenty percent. Change bid accordingly.” Oh, why 
did I watch that fight? 

Well, I’m all peaceful now, Phil. The cemetery looks 
so nice from here, and the sun is shining on the roof of 
the Morgue, and standing right across the street I can 
see that big hippo from Morehouse Parish. Soon as I 
mail this to you and one to Alice, I’m going over and 
bust him right on the nose. 


tr Good-bye forever, 
SAM. 
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Keep your business “in trim.” Use the “Daily Dozen” selling points of the Westinghouse 
Iron, and develop a substantial, well-rounded appliance business. Every one of the dozen 
distinctive features is a talking point which will contribute to the building-up of your elec- 
tric iron sales. Exercise them! 


1, This iron has quality—Westinghouse quality— 6. Dead air space—(acts as an insulator) a cool 
a surety of careful and skillful workmanship. handle which fits the hand. 


Beveled edge—irons under the tucks and ruffles Blue and gold cord—will last for years. 


ci) 


‘. 
—making finer and quicker work possible. 8. Sheathed element—long life—easy replacement. 
3. Correct balance—doesn’t tire the user. 9. Monel metal terminals—will not pit. 
4. Largest base area—more work per stroke— 19 Easy to service—repairing quick and easy. 
quicker and better ironing. 11. Competitive price—a price which is popular. 
5. Even heat distribution—no “hot spots” to 12. Attractive appliance—an iron with grace of lines 
scorch the clothes. and beauty of finish. 


Try this on your phonograph—the “Daily Dozen” —a record which will result in record 
sales. : 


Write to our nearest agent-jobber and send in your order for the Westinghouse Iron with 
the “Daily Dozen” selling points. 


Westinghouse Electric & Manufacturing Co. 
Mansfield Works Mansfield, Ohio 


Westinghouse 


” Selling 
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Putting the Label on John Doe 


Individual Prospects Require Individual Treatment. 


Look Upon Each 


Prospect as a Problem and Analyze Him 
By T. F. CHANTLER 


saying that’s familiar to all. And any salesman 

who has played the “fool” knows that old say- 
ing is chuck full of sound common sense. Nevertheless, 
there are salesmen, even among those old enough to know 
better, who rush pell mell into the work of selling to a 
new prospect without first analyzing their man or 
settling upon a plan of action. They fire their more or 
less fixed line of guff at him, trusting to luck that it may 
hit the mark. 

This thing of doing things in an habitual way is a 
fault that’s common to us all, but it’s a fault, neverthe- 
less, which no salesman who likes his commissions can 
afford to indulge. In such cases as rolling out of the 
hay at the usual hour, on a holiday morning, the mistake 
that emanates from habit is not serious. But when it 
comes to selling—well, about the only habits the sales- 
man can afford to encourage are those of working hard 
each day, and bringing home the bacon. Hard work sure 
makes a chap appreciate his vacation. 

Prospects differ; any salesman knows that. They re- 
quire individual treatment, and cannot all be dealt with 
successfully by any sort of “John Doe” plan of handling. 
And _ unless the 
salesman keeps 
constantly on_ his 
guard the _ tend- 
ency will be to do 
just that. 

How really 
pathetic are the ef- 
forts of the sales- 
man who, no mat- 
ter how long he 
may have been in 
the game, is act- 
ually a novice! He 
has a_ neat little 
story and a few 
little stunts that he 
habitually pulls on 
all alike and prac- 


"] YOOLS rush in where angels fear to tread’ is a 





HARD WORK_L 
SURE MAKES A 
CHAP APPRECIATE 
HIS VACATION — 


tically in  identi- 
cally the same 
way. When such a 





salesman meets the 
prospect that re- 
quires highly spec- 
ialized and _in- 
dividual treatment—and his name is legion—that phono- 
graph-like delivery of his “gets him the air’ almost 
at once. If not, it is solely because the prospect elects to 
buy in spite of the salesman’s bungling efforts, or because 
he feels sorry for him. 

Prospect number “one,” we will say for illustration, 

















knows all about the salesman’s proposition and is pretty, 
well sold on it; he wants only to have some one call and 
solicit his business. The second prospect never heard of 
the proposition and has no opinion about it, one way or 
the other. And the next one, while acquainted with the 
major details of the matter, is disinclined to make any new 
jobbing connections, being well satisfied with the ad- 
vantages enjoyed through his present arrangements. 
Now any man who is doing a full day’s work runs 
against just such typical prospects very frequently. 
There are many other types, of course, but the three men- 
tioned will serve to illustrate the point it is desired to 
make. For even 
those three examn- 
ples should show 
how hopeless it is 





WHEN You GET 
READY TO PLUNGE 


for the salesman 
to try employing WATCH YOUR. 
“John Doe’ sales TAKE OFF 
tactics. 

Just by way of 
contrast, let’s im- 


agine the tactics of 
a really skilled 
salesman in dealing 


with those three 
cases. 

The first pros- 
pect he gets’ 


through with in jig 
time. “Well, friend 
Smith,” he says, “I 
see that you know 
all about this op- 
portunity, and that 
you are going to get 
in on it. I’m glad 
of that, for I don’t 
want this proposition to get into the wrong hands. Be- 
sides, I promised the missus I’d be home early Saturday 
and do some heavy lifting for her. So let’s close this 
matter—pronto.”’ 

The second prospect, on the contrary, gets the whole 
story—forwards, backwards, and from the middle both 
ways. For our shrewd salesman knows his psychology 
just well enough to understand that when a new business 
idea is injected into a man’s mind it must be hammered 
home pretty hard in order to make it stick. 

With the third prospect his tactics are radically differ- 
ent again. By skillful questioning and adroit handling 
he discovers the real reasons for the prospect’s allegiance 
and loyalty to his present connections. Then he proceeds, 
if possible, to get a foothold for his own house, by a show- 
ing of similar and superior advantages, or equally im- 
portant but different ones. (Turn to Page 71) 
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Designed to give 
either white light 
or tints of color 


in Red, Green, 
Blue or Amber. 


Power Behind No.33 








The No. 33 Show 
Window FLOOD 
Light with Center 
Spot Beam has the 
X-Ray label of 


quality. 


To see the No. 33 Show Window FLOOD Light in action is to feel 
the great punch of white or colored light coming from the powerful 


center spot beam. 


Like a Searchlight, it “spots” or “high-lights” one leading article 
with its powerful center spot beam but never once forgets that the 
rest of the display must be lighted, too! 


Electrical Men and Merchants everywhere place utmost confidence 


in the No. 33 because it carries the famous label. 





X-ROX. 


“Your Guarantee of Quality” 


N ational:XRay Reflector Co. 


31 W. 46th Street 
NEW YORK 


231 W. Jackson Blvd. 


CHICAGO 


Engineers in all Principal Cities 


Pacific Finance Bldg. 
LOS ANGELES 
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OW I LANDED 








Little stories of 


unusual sales ~as 
told by salesmen. 


A Knowledge of Human 
Nature 


OME contemporaneous business 

philosopher has said that a work- 
ing knowledge of human nature is 
the best asset a salesman can have. 
I tried out this “knowledge-of- 
human-nature” stuff recently and 
discovered that it works better than it 
listens. 

I was in a certain city during a 
lull in buying, and was quite dis- 
consolate over getting but two meager 
orders from my five steady dealers. 
I was reluctant to leave the city so 
unsuccessful, and kept nosing my 
way into every kind of a store that 
carried anything looking like elec- 
trical goods. 

However, I got nothing but the 
well-known cold shoulder. Yet I had 
a hunch that there was a good-sized 
order in that city for me if I could 
only locate the place. Acting on this 
feeling I meandered off the main 
thoroughfares onto the side streets. 

Suddenly the thought came to me 
that there might be a new store or 


nee 


a 
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“A cigar which the postman enjoyed” 


concern opening up in some residen- 
tial locality off the beaten business 
paths. There was only one way for 
me to find out—ask a postman. The 
mailmen truly are living encyclo- 
pedias of what is happening in our 
cities. But, to find the one who will 
talk! 

That was the next thing. Therein 
performed my working knowledge of 
human nature. I didn’t ask the first 
one I met, for he was loaded to the 
neck with weighty magazines, etc. 
The next was a very young man step- 











ping along at a lively pace. Too 
young to know or care about what 
I would like to know, and too anxious 
to get somewhere else quick, was my 
estimate of him. Keeping on with my 
walking I passed a few more of the 
gray-garbed men, but for some reas- 
oning or other of my own I decided 
that they were not to be molested 
with questioning. 

Finally, about a mile and a half 
away from the business center, I came 
upon my proper individual, who, 
after receiving my introductory ques- 
tion, dropped his bundle of papers to 
the sidewalk, and began thinking. A 
minute or two later he began shaking 
his head negatively. I began to feel 
that I would have to leave the city 
hopeless. 

“Just a minute,” he said, seeing I 
was about to go. “Come to think of 
it, there is an electrical store going 
to open up pretty soon; it’s not really 
a store, it’s a sort of an office.” 

I was all ears. 

“A pair of young men formed a 
corporation some time ago and built 
a theater and office building, and, in 
one of the offices upstairs in the build- 
ing I understand they are going to 
have some kind of a show-room for 
electrical’ things—going to compete 
with the city electric light company 
I understand. They are only finish- 
ing off the interior of the building 
now. I don’t know if it’s anything 
you would be interested in, but it’s 
the only new electrical business in 
town.” 

I certainly was grateful to him, 
and told him so, and after inquiring 
the way to the new theater building 
I departed leaving a good cigar in 
my place, which I am sure the post- 
man enjoyed. 

The concern was exactly what I 
was after, and, as I had a special list 
for a layout for a new business, I 
had very little trouble in getting an 
option on their original purchases, 
when they were ready for business. 
I afterwards had the pleasure of 
executing the order, and gave great 





credit for it to my working knowledg« 
of human nature. Had I asked 
any other postman but the one I did, 
I am sure I would not have acquired 
the valuable information. 


Tuos. A. Doran. 
* * * 


He Used Psychology 


HAD known for some time that 

a concern with whom we have 
done business for several years, was 
going to purchase the electrical sup- 
plies for an installation to the amount 
of over $600,000 and while I was 
fortunate enough to get the order due 
to the constant attention given it, I 
firmly believe that psychology and 
that alone was the actual foundation 
which enabled me to get the business 
against two real competitors. 

Now, in order that we shall be- 
come convinced that my theory is cor- 
rect, I will truthfully say that the 
business was not gotten by us through 
price because both of the competitive 
bids were below ours. 

It was not given through any chan- 


nel of friendship between the cus- 
tomer and our organization because 
of the fact that the customer is of 
the highest type of an American busi- 
ness concern, which we all know, will 
not tolerate a business deal of that 
nature. 

One of our competitors had reached 
that point of over-confidence, which 
we often mistake for a closed proposi- 
tion but he did not time it correctly. 

I was there at the eleventh hour 
as I had planned and I was also ad- 


vised that our price was a bit too 
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PATENTS APPLIED FOR * | 


& 
The Little Lamp withthe | 
WONDERFUL CLAMP. 
“and astonishing Variety Of uses. | 

A>} Combination Table Lamp ana (4 > | 


Clamp Lamp for 
Homes, Offices, Stores, Shops, Hospitals 




















ATTACHES ANYWHERE 
IN MANY POSITIONS CLAMPING IS EASY 


Simply press on the clamp just 
forward of the standard—that’s 
all! 
















Made of fine furniture steel, : : ° 

ts capemgeuiescs: | loos 

fect of duplex cords of pact 2p aetna raie-aearks 

poe og olla Ay ge easy and holds firmly until you re- 

culiaie surfaces protected by lease it. 

On, desk, clamp will also. serve Ornamental in appearance and 

venicat "place to. lay pencils, made for life-time service base ind. it ‘up 
pens, etc. ‘s on the back part 


of the clamp. 


DEALERS:-- his new lamp is a sensation. And it gives you an exceptionally good profit 
e for such a low-priced article. Get it quick. Your price $1.30. Each lamp 
in individual carton—twelve to shipping package. Ask your jobber to show it to you—or write 
us today for name of nearest jobber who can supply you. 


Jobbers! Write today for our proposition. 
WILSON UTENSIL COMPANY, Dayton, Ohio 


Manufacturers of “MOON” BRAND SPECIALTIES 
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high for consideration, which I also 
had expected—but—I also planned 
to have the psychological “kick” up 
both sleeves and I used it as follows: 

“Gentlemen, I have submitted the 
highest bid on the highest priced 
material that I was capable of locat- 
ing of the manufacturers’ 
catalogues of those we represent and 
I believe I have done business with 
vou a sufficient length of time to feel 
at this minute absolutely positive 
that you are going to reverse your 
decision and give the order to me be- 


in any 


cause I know that you have always 
insisted upon buying the highest 
standard equipment throughout your 
entire establishment and that you are 
not going to lower your policy now.” 
And believe me, they didn’t because 
it was timed as I have said, at the 
psychological minute. 
E. H. Hamblet. 


* * * 


A Salesman’s Trouble 


HIS story should come under the 

head, how I failed to land the 
order, but did land a lot of good will 
and future business. 


The Town of X owned and oper- 
ated light plant. I had 
traveled the territory six years, visit- 
ing X each month but had secured 
very little business, for I worked for 
an independent jobber and couldn’t 
overcome the sales competition offered 
by the hoards of factory men selling 
the “trust” products, such as meters, 
transformers and motors, and their 
requirements of pole line material, 
wire, etc., trailed along, so there was 
a slight chance for me to sell. 


its own 


To encourage the only wiring con- 
tractor in this town, the street lamp 
requirements were purchased on his 
Form A lamp contract, and the sales 
of street lamps to- the city were 
sufficient to place this agent on the 
1,200 basis the first year, for the 
series circuit frequently burned out 
50 to 100 lamps in one night. 


An election was held and in stepped 
a new mayor and council, which 
meant for me simply another opportun- 
ity to “get in” and sell my share. 
I presented my different contract 
propositions to the mayor and was in- 
formed that the meters and transform- 
ers were at present under contract, 
and that the local arrangement on 
lamps was satisfactory, except that 
they burned out too many, and if I 
had a better lamp to offer, my propo- 


sition would be considered. I assured 
him that I had no better lamp, and 
that the lamp he was using was the 
best, the Mazda. 

He also stated that one of the 
factory experts had examined the 
“tub” transformer and quoted them 





on a new one, which he assured them 
would overcome their street lighting 
trouble. 
ence did not include street lighting, 
but I considered that this “tub” 
should not be responsible, that it 
should operate perfectly, or not at all, 
and that this trouble was probably 
elsewhere, so I requested the mayor 
to hold up the placing of this order 
until he heard from me. I then called 
upon a customer who operated a plant, 
and explained the situation to him, but 
before I could finish, he abruptly said: 
“Trim the trees on the series circuit, 
and everything will be O. K. I wrote 
this information to the mayor, insist- 
ing that this work be done at once, 
before the leaves fell, so that the 
foliage would be sufficiently removed. 

When I returned, all lines were 
trimmed, no burnouts had occurred, 


Now my practical experi- 


and I was received as a benefactor, 
and have had no trouble selling m, 
entire line since that event. Th: 
average burnout since that time (about 
14 months) has been about thre: 
lamps per month, and they still pur 
chase their lamp requirements from 
the A agent, for the said requirements 
are too small to justify the smallest 
lamp agreement. 


D. E. M. 


* * # 

Buffalo Twilight Baseball 

League 

There has been organized in Buf 
falo, for the season of 1923, the Elec- 
tric ‘T'wilight Baseball League. It is 
composed of the following firms: Mc- 
Carthy Bros. & Ford; Robertson 
Cataract Electric Co.; Buffalo Gen- 
eral Electric Co.; Western Union 
Telegraph Co.; Western Electric Co.; 
Westinghouse Elec. & Mfg. Co.; New 
York Telephone Co.; American Tele- 
phone & Telegraph Co. 

The season was opened on Friday, 
May 11, with an automobile parade of 
about 200 machines through the down 
town business section of Buffalo. The 
Mayor and other local celebrities took 
part in the opening ceremony. ‘The 
league plays its games every Friday 
night at 6 P. M. on the four baseball 
diamonds in Delaware Park. It was 
organized to promote good 
among the personnel of the various 
companies mentioned. It is accom- 
plishing this wonderfully and also 
giving excellent publicity to the vari- 
ous companies, 


will 





These chaps will see that your wants are properly attended to when you call 


on the R. V. Pettingell Electric Supply Co., Boston, Mass. 


Starting at the left we 


have M. S. Smith, N. F. Daw, E. C. Jacobson, store manager, and looking over 


Jacobson’s shoulder is Tom Gannon and last, but not least, is D. D. Erwin. 


Erwin how to hang fixtures! 


Ask 
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Good Business 
On Both Sides 
of the Street 


OLLOW the trail of the 

jobbers’ salesmen who handle 

ILG Ventilating Fans and you can 

see them doing business on both sides of the street 
— in small towns, big cities — everywhere. 


H. E. Slack, of Doubleday-Hill Electric 
Company, says, “practically every business offers 
some application for ILG Fans and Blowers, and 
the dealer’s initial order usually results in repeat 
business for large installations.” 


National advertising has made the ILG 
Ventilating Fan a leader, and superior performance 
has won public confidence. The man who knows 
buys an ILG —- the ventilating fan with a fully en- 
closed self-cooled motor ——- guaranteed as a complete 
unit. 


Read what «Mr. JSilack says about the ILG line, 
then write for a copy of ILG Tell Tales—a 
complete prospectus regarding the ILG proposition 








(Oo 





H. E. Slack, Associated 
with the Doubleday-Hill 
Electric Company, 
Pittsburgh, Penn., says: 


“I am pleased to be associated with 
an electrical jobber that sells ILG 
products for the following reasons: 


There are larger possibilities of sales 
as practically every business offers 
some application for ILG Fans or 
Blowers. 


The ILG Company’s policy of giving 
co-operation to the contractor—dealer, 
thru their jobber makes ILG products 
a more desirable line to specialize on, 
as initial orders or small sales usually 
result in larger installations. 


The efficient operation and high 
quality of ILG products not only make 
repeat orders for ILG, but makes 
friends for the salesman and his firm, 
resulting in a larger business on elec- 
trical supplies.” 


The ILG is the only ventilating 

fan made with a fully enclosed 

self-cooled motor— manufactured, 

tested, sold and guaranteed as a 
complete unit. 


ILG ELECTRIC VENTILATING COMPANY 





2854 NORTH CRAWFORD AVENUE 2: zt CHICAGO, ILL. 





FOR OFFICES - STORES: 
FACTORIES: PUBLIC BUILDINGS: 
RESTAURANTS -THEATRES - HOUSES -ETC- 
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Extension of Electric Service 
Reduces Fires 


The annual report of The Society 
for Electrical Development on the 
prevalence of fires of electrical origin 
and on the property losses attribut- 
able to such fires for the year 1921 
—the latest year for which complete 
returns are available—brings out a 
number of points of particular and 
pertinent interest. In the case of both 
electric fire ratios—the ratio of fires 
of reputed electrical origin to all 
residence fires—and electric fire loss 
ratios—the ratio of property losses 
occasioned by fires of reputed elec- 
trical origin to those of all residential 
fires—a material improvement is ap- 
parent, over the records for the previ- 
ous year. The general fire ratio for 
the country has been reduced to 2.33 
from 2.44 in 1920, and the general 
fire loss ratio to 2.49 from 2.83. 


Such an improvement does not tell 
the complete story, however, for the 
general ratios are numerical averages 
—means—which do not portray the 
or risks, attributable to 
electrical fires. Detailed analyses of 
a graphical character are presented 
in the study which show that in two 
out of every three communities the 
prevalence of fires of reputed elec- 
trical origin and the property losses 
due to electrical fires are substantially 
less than indicated by either the 
numerical averages for communities of 
similar size or those for the country 
at large. Statistics are also present- 
ed, demonstrating that the extension 
of electrical service in residences and 
commercial buildings is proving an ef- 
fective fire preventive and is not a 
hazard from the point of view of in- 
increasing fires or fire losses. 


liabilities, 


Reference is also made in the re- 
port to an independent study of the 
electrical fire loss records maintained 
by the National Board of Fire Under- 
writers—covering the period 1915- 
1921—which shows: 

(1). That the extension of elec- 
tric service is not, and never has been, 





accompanied with a corresponding in- Electrical Appliances for 1000 


crease in property losses attributable 
to fires of electrical origin. 

(2). That since the cessation of 
the emergency construction necessitat- 
ed during the war period and the 
subsequent essential reconstruction 
there has been a marked and con- 
sistent reduction in electrical fire 
losses, 


(3). That while there has been 
such marked decrease in electrical fire 
losses during a period in which the 
extension and use of electrical service 
has greatly increased, a slight in- 
crease is also apparent in the elec- 
trical fire losses per unit of electrical 
consumption when the use of electric 
energy has decreased, as it did in 
1921. 











You might think this was a trio of 
movie stars facing the camera in perfect 
unconcern—sang froid as we might say. 
But better than that, they are two star 
salesmen and a three star credit man. 
All of the Listenwalter & Gough, Inc., 
of Los Angeles. Bill Rimpau who was 
one of the first G. E. lamp men on 
the coast is getting one of those satis- 
factory puffs from his 50 cent cigar. 
Earney Karsten credit manager is look- 
ing for the missing (cuff) link. And the 
fingers flicking the ashes from the Camel 
belong to Charley Walter who gets the 
business on the Williamson fixtures. 


Electrical Householders 


Eight years ago the estimated aver- 
age annual revenue to central sta- 
tions per residence customer was 
$18.00 — now this revenue is over 
$25.00. 

It appears reasonable to assume 
that with the present tendency to 
make greater use of light and domes- 
tie appliances, the average domestic 
revenue within the next five years 
should be increased to at least $35.00 
per annum. Also that the number 
of houses connected during the next 
five years should be at least 3,500,000. 
Increasing present average domestic 
demand from $25.00 to $85.00 per 
annum and adding 3,500,000 homes 
at a $35.00 average per * annum 
would yield a total increase of an- 
nual gross from domestic load of over 
$200,000,000. 

Evidently the development of the 
household demand depends on the in- 
creased use of light and of domestic 
appliances. A clear picture of the 
opportunity for appliance develop- 
ment is given by the statistics of 
various appliances per 1000 residence 
customers, compiled by the Joint 
Committee for Business Development. 
ranging from 720 for the flatiron 
down to only 6 for the refrigerating 
machines. Other important items are 
fans 360, vacuum cleaners 360, washi- 
ing machines 295, air heaters 130, be!! 
ringing transformers 125, toasters 
112, percolators, 53, ete., all per 1000 
residence customers. The greatest of 
all domestic current consumers, the 
electric range, stands in the table at 
only 16 per 1000 residence customers, 
approximately 1144 per cent. To en 
courage the sale and proper use 0: 
these appliances, we must see that 
adequate outlets are provided in ever) 
building project. 


What an opportunity is here pre- 
sented for the appliance manufactur- 
er, the trade, and if the appliances 
are regularly used—for the centra/ 
station. 
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Lets Go - 
Trolling / 


We have told the retail 
dealers this month to go 



































trolling with Bryant No. R®™ 

a “pea IL selling j ; 

we ba idea is a good “a stil] fishing *' 'S quite often like 

rs it o mean regi the fish are biting on sit and wait, If 

mei h th om "Sh 7 is misery. Trollin Mr fun—if not, | 

te 'N, 7 tage vm You COver more weetinds 8 advantages, | 
I yant o. 466 to your re- sh are. Usually and O where the | 

tail friends. Tell them what you catch bigger fish 


it will do. Show how it saves 
current, eliminates lost mo- 
tion and increases produc- 
tion. Live dealers will thank 
you. 





You might do a little 
trolling on your own ac- 
count with No. 466. Take 
it not only to retail dealers 
and contractors, but to large 
users. The need exists and 
you can make quick and 
profitable sales. 











NEW YorK * CONN ECTIC UT 


342 Madison Ave. 844 winicaco 
est Adams Se. 





This advertisement 
June, 1923, issues of Ele Re- 
tailing, Electrical Merchandising, 
Electrical Record, Journal of Elec- 
tricity and National Electragist. 
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PERTINENT SALES FACTS AND FIGURES 





The information given on this 
page relates to no single manu- 
"s = = no pref- 

erence is inten purpose 
to furnish general sales 

data of use to jobbers’ salesmen. 





What Is Meant by the Term 
Panelboard ? 

A panelboard is a board with 
simple equipment for the local con- 
trol of branch circuits. These cir- 
cuits are usually for lighting or small 
power service, but may be for alarms 
or other signals, heaters or moderate 
size motors. Some panelboards con- 
trol intermediate branch circuits; for 
example, a feeder panelboard at a 
junction between a main and a group 
ef feeders, the latter supplying local 
panelboards that control the ultimate 
branch circuits where the current is 
utilized. 


How Do They Differ From 
Switchboards? 

Panelboards have very simple con- 
trol equipment, sometimes fuses only 
but more often fuses and simple 
types of switches. Switchboards, on 
the contrary, very commonly include 
instruments, rheostats, circuit break- 
ers, fuses and more complex switch- 
es. Panelboards control distributing 
circuits only, whereas switchboards 
frequently control generating, trans- 
mitting, or distributing circuits, or 
combinations of them. 


What Are the Main Parts of a 
Panelboard ? 

The base or panel proper is usual- 
ly made of slate or insulating mater- 
ial and has mounted on it the bus- 
bars, connecting straps, switches, 
and circuit terminals. The 
main or feeder connects to the bus- 
bars, either directly or through a set 
of fuses, often also a main switch. 
Two or three busbars or buses are 
used, depending on whether the sup- 
ply is from a two-wire or three- 
‘wire system, and the busbars run the 
full length of the board. 

From the buses the branch circuits 
are tapped off at right angles by 
means of suitable connecting straps 
to the branch circuit switches, fuses 
and terminals. Branch circuits are 
almost always two-wire, except for 
three-phase motors, and they are 
mostly tapped off in pairs one on 
each side of the buses. For com- 
pactness, the sides of adjoining 
branch circuits are of the same polar- 
ity which is alternated from circuit 


fuses 


Data Sheet on 
Panelboards 


to circuit. ‘Thus adjoining circuits 
are closer together than the two sides 
of each circuit. This also makes for 
greater safety. A holder for a small 
card is often placed beside each of 
the branch circuits so that these may 
be marked and identified. The whole 
panelboard is nearly always enclosed 
in a steel or fireproofed cabinet. 


What Are the Principal Types of 
Panelboards? 

The commonest type is that called 
the branch circuit panelboard, which 
in most cases controls lighting cir- 
cuits of ten amperes or less capacity. 
Service-entrance and residence panel- 
boards are used near the point where 
electric service enters a_ building. 
Feeder panelboards are placed at 
junction or large distribution cen- 
ters. 

Each of these three classes _ is 
made in both the live-face and safety 
types. In the former all current- 
carrying parts are exposed when the 
cabinet door is open. In the latter 
the current-carrying parts are inac- 
cessible, except to authorized per- 
sons, hence it is appropriately called 
the safety type. 


Give Some Facts On _ Branch- 
Circuit Panelboards. 

The earliest branch-circuit panels 
included only fuses and _ served 
merely as cutout and distributing 
centers. Being enclosed in a box, 
they were often called cutout boxes. 
They were commonly assembled from 
a set of cutout bases, one for each 
pair of branch circuits or even for 
each individual branch. Later con- 
trol for each branch by means of a 
switch was provided for, especially 
where the lamps were on the ceiling 
or otherwise inaccessible for control 
by key sockets. Panel cutout and 
switch bases or units were made for 
assembly into complete panelboards. 
Of course, these had all live parts 
exposed. 

Present live-face boards with more 
than four branch circuits usually 
have a gutter or wiring space at the 
sides or back that is separated from 
the panel proper by a barrier. The 
branch-circuit fuses are standard 
plug or cartridge fuses; if main fuses 





are provided, they are of cartridge 
type. Branch-circuit switches may 
be of knife, rotary, push-button or 
tumbler types. These panels are 
made with up to 30 or even more 
branches. 


In safety type boards all the live 
parts are covered by insulating or 
grounded metal plates. The cabinet 
has either one or two doors, the for- 
mer giving access to both switches 
and fuses, while with two doors the 
inner one gives access to the switch 
handles only and the outer one 
(which is separately locked by the 
house electrician or other responsible 
person) exposes the fuses for renewal 
or inspection. These panelboards 
are especially desirable in large of- 
fices, stores, factories and _ other 
places where no live parts must be 
exposed to persons unfamiliar with 
electricity who may have to turn 
lights on or off. 


What Are the Features of Service 
and Residence Panelboards? 
These are often the only panels 

in a building. They are _ installed 
close to the place where the service 
wires are brought into the building 
and frequently include the service 
switch and fuses as the main switch 
and cutouts of the board. Provision 
is made for connecting the service 
meter before the branch circuits are 
tapped off the buses. Residence pan- 
elboards are service panels especially 
designed for private dwellings. They 
seldom provide switches in the 
branch -circuits. Service or resi- 
dence panels are now frequently of 
the safety type. 


Where Are Other Types of Panel- 
boards Used? 

Feeder panelboards are used in 
large buildings at points where large 
mains or feeders are subdivided into 
subfeeders leading to different de- 
partments or floors. Metering panel- 
boards are used in large office build- 
ings ip which the requirements of 
different tenants as to space change 
from time to time; they permit the 
circuits for different rooms to be con- 
nected to different meters without re- 
wiring. 
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Jobbers’ Salesmen 
from the “University of Light” 


N Friday, June 15th, was completed Nela’s Seventh Illu- 

mination Design Course. Certificates “in recognition 

of satisfactory completion of the work” were issued to the 
39 men in attendance. 
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This Course in Illumination Design was attended by jobber 
executives and by jobbers’ salesmen on the firing line. The 
class roll was made up of men who knew just enough of 
lighting and lighting practice to want to know more. 


And they did know more about lighting and how to sell it 
when they had completed their Course. The engineering and 
commercial aspects of industrial, commercial and special 
lighting service were discussed by Nela Park specialists in 
their particular fields. Each salesman-student was taught the 
theoretical and practical as well. When he returned to his 
work, he went with a finer conviction and a better knowl- 
edge of the importance of the lighting department to him 
and to the organization which he represents. National rae 


Each of these labels represents a Sales Division equipped to give a complete lighting service. 


NATIONAL 
MAZDA LAMPS 











E first Illumination De- 

sign Course was given in 
September, 1920. Since that 
time jobber representatives in 
every section of the country 
have written us of the practical 
value of the training to the 
man in the field. Today the 
schedules are quite well stand- 
ardized and the Courses are 
given every foe months. The 
next onewill beheld in October. 


ELA PARK, CLEVE- 

LAND, is a “university 
of light”, dedicated to prog- 
ress in the art of lighting 
and to improvement in lamps 
through MAZDA Research 
Service. It serves 24 Factories, 
17 Sales Divisions, and 
30,000 dealers in the pro- 
duction and marketing of 98 
million National MAZDA 
lamps annually for use in 
homes, offices, factories, stores, 
streets, railways, flashlights 
and automobiles. 






















































THE JOBBER’S(JJ/SALESMAN 





Pure rubber, tapped from trees by the brown 
men of C eotbn, ie used in G-E AaB vrch ions 


Nature and the Laboratory CG fatal 
Give their Best to G-E Insulations ‘ 


Materials of the highest quality, carefully selected for : 
6 . Pe ° ° Stickers and Shellacs 
the part each is to play, are combined with scientific 
ee . i a ‘ ‘ Sealing and Filling Com— 
precision into each form of insulation that is used in pounds 


the varied products of the General Electric Company. Paints for Electrical 
Apparatus 


These same insulations that have such a large share in Treated Cloths 
the dependability of G-E products are now available Treated Fibers and Paper 
for the manufacture or repair of any make of electrical Casas! Deda 


apparatus. and Insu- 
lating Tapes 


Include: 


Insulating Varnishes 
and Oil 


Detailed information can be secured from any G-E Fidaitle War 
distributing jobber or from — Tub- 


General Electric Company @ 
Merchandise Dept., Bridgeport, Conn. | ce eee 


Bare Fo te Net We 2-2 La 
-) GENERAL ELECTRIC COMPAN) 
§ ‘ Ve S a, 





Use them when you build-demand them for repairs 
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Quality Wire 
For Quality Jobs 


The difference in cost between the highest 
grade of insulated wire and an inferior 
quality amounts to so little on a job that 
there is no possible excuse for any con- 
tractor’s jeopardizing his reputation by the 
use of wire of doubtful reliability. 


G-E “Red Core,” ‘‘Tricoat” and “Thirty 
Percent’’ are three dependable grades of 
wire—there is no job that will not be better 
for theuse of one or the other of these wires, 
depending on the service requirements. 





Ask any G-E distributing jobber 
for specifications, prices and discounts 


General Electric Company 
Merchandise Dept. Bridgeport. Conn. 


ode Wires 
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Lance Starts in Business in 
St. Louis 
S. C. Lance, for six years vice- 
president and general manager of the 
Brown & Hall Supply Co. and for 
12 years with the Wesco Supply Co., 
St. Louis, has started the Lance Elec- 
trical Supply Co. He has leased the 
four-story and basement building lo- 
cated at 1016 Market street, St. 
Louis, containing 20,000 sq. ft. of 
floor space and will conduct a strictly 
wholesale business. ‘The company 
now has three salesmen who are cov- 
ering St. Louis and the territory 
within 50 miles. It was incorporated 
for $25,000 of fully paid stock and 
is now representing Appleton Elec- 
tric, Bussmann Mfg. Co., Columbia 
Lamp, Youngstown Sheet & Tube 
Co., Porcelain Co., Wads- 
worth Mfg. Co., Wheeler 


National 
Electric 











Fleming Now With Western 
Electric Co. 


Wallace L. Fleming, well known in 
electric appliance circles, has accept- 
ed the position of appliance specialist 
at the Philadelphia branch of the 
Western Electric Co.. Previous to 
December, 1921, Mr. Fleming was as- 
sociated with the Russell Electric Co. 
of Chicago as general sales manager 
and before that with the Stuart-How- 
land Co. of Boston (now out of busi- 
ness) as appliance manager. In De- 
cember, 1921, Mr. Fleming formed the 
Standard Electric Sales Co. of Chi- 
cago which firm was organized as a 
manufacturers’ agency to represent 
manufacturers of electrical specialties 
in the Middle West. “Wally” as 
Mr. Fleming is generally known, will 
spend his entire time trying to attain 
first place in appliance sales among 








this writing he is in a fair way to 


succeed. 
* * 


Northwest Jobbers Move to 
New Quarters 


The Globe Electric Co., Seattle, 
Wash., has moved to its new location 
at 311 Second avenue South. The 
‘Tacoma branch of the Western Elec- 
tric Co. has moved to new place at 
1115 A street. A million dollar hotel 
is to be erected upon land occupied 
by this old building and adjacent 
property. 

* * * 
Lysle Joins Hatfield 

L. E. Lysle, who has been for the 
last six years with the Varney Elec- 
trical Supply Co., Indianapolis, re- 
cently joined the sales force of The 
Hatfield Electric Co., Indianapolis, 


Reflector and U. S. Rubber Co. 


the 50 Western Electric houses. At 


Ind. He is covering city territory. 




















These interesting pictures were taken at the Del Monte 
meeting of the Pacific Coast E. S. J. A., which was reported 
in the June issue. (1) “Charley” Hillis, Electric Appliance 
Co., Sandy Sanderson, Bryant Electric Co., “Bill” Deming, 
Atlantic-Pacific Sales Co., and T. M. Simpson, Majestic 
Electric Development Co., all of San Francisco. (2) “Char- 
ley” Hillis in action on the golf course. We don’t know 
how long the drive was, but notice the form. (8) What’s it 
all about? H. S. Perkins, manager and sales engineer of J. 
H. Parker, Inc., San Francisco, talking it over with J. H. 


Jamison, manager, merchandising division, Westinghouse 
Electric & Mfg. Co., Los Angeles. (4) Here is proof that 
not all the jobbers wore golf togs all the time. The camera 
opened up on Harry Byrne, president of the North Coast 
Electric Co., Seattle, just as he stepped out on the porch 
of the Del Monte Hotel. (5) Looks like Bill Berry, at the 
left, sales manager Western Electric Co., San Francisco, is 
calling down Earl Alexander, of Alexander & Lavenson 
Electrical Supply Co., San Francisco, for his golf score or 
perhaps making light of it in some way. 
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—that lamp cannot be stolen. It is protected by a 


Benjamin 


Self-Locking Socket 


{Cat. No. 86} 











The Benjamin Self-Locking Socket will absolutely 
prevent Theft of Lamps, or any removal except by 
authorized persons. No key is needed to lock the 
lamp in the socket. The lamp is screwed in in the! 
usual way, but any attempt to unscrew it, without 
the use of a special key, instantly brings the lock 


Send for this illustrated into position, and the lamp cannot be removed. 
book today. It will tell you 
how to stop theft or any un- For full information address nearest office 


ee BENJAMIN ELECTRIC MFG. CO. 


847 W. Jackson Bivd., Chicago 
247 W. 17th St., New York 580 Howard St., San Francisco 
Toronto and London 











CCMA Ic A STD 


BENJAMIN 
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Another quartet all broken out with harmony. They represent the Great West 


Electric Co., Winnipeg, Manitoba. 
Wheatcroft, sales manager, and S. Thorn. 
electric ranges in J. W.’s left hand. 


Left to right: 


G. La Page, A. E. Stunden, J. W. 
Too bad you can’t see the order for 18 





Western Electric Buffalo 
Branch Additions 
F. A. Miller, formerly with the 
Apex Electrical Distributing Co., has 
joined the Western Electric Co., 
Buffalo, N. Y., branch as appliance 
specialist. S. H. Burr, formerly line 
material specialist, working out of 
the Hudson street, New York house, 
has been transferred to the Buffalo 
branch and will specialize on central 
station and public utilities work. R. 
Abbott, formerly with Johnston 
Wahle Co., Buffalo, has recently 
joined the stores department. 
* * x 


Mountain Electric at a New 
: Address 


The Mountain Electric Co., Den- 
ver, Colo., has moved its offices and 
warehouse to a four-story building 
at 1488 Lawrence street. The busi- 
ness of this company has been grow- 
ing rapidly and the move will result 
in greatly improved facilities for 
handling it. 


* * * 


Robertson Sales Adds New 
Lines 
The Robertson Sales Co., Birming- 
ham, Ala. manufactures agents, re- 
cently added the Fitzgerald Mfg. Co. 


Curtiss Heads New San 
Francisco House 


Geo. H. Curtiss is manager of a 
new San Francisco jobbing house 
known as the Universal Electric Co., 
with headquarters at 137 Fiith street. 
Mr. Curtiss in company with Rosse 
M. Gibson, an Oakland jobber, has 
organized the new business. 

Curtiss has been identified with the 
electrical industry for more than 25 
years. He began his career in the in- 


dustry as a wireman and later entered 
the contracting business. He was 
connected with the Pacific States 
Electric Co., sales department for 
eight years and for the past five years 
has been sales manager for the Elec- 
tric, Railway & Manufacturers Sup- 
ply Co. He has been active at all 
electrical conventions. 

* * # 


Stewart Co. Distributing 
Cleaner Under Its Own 


Name 


The Frank H. Stewart Electric 
Co. of Philadelphia is putting out a 
new vacuum cleaner under its own 
trade mark “Ajax.” The cleaner is 
of the straight suction type, has 
swivel castor in the rear, detachable 
brush and sells for $42.50 list. 
George Carnall, general manager of 
the company, feels that at this price 
more people can pay cash, and, as he 
says they can offer it to the retail 
trade at a very attractive discount, it 
should net them a good profit. The 
Stewart company is planning an ex- 
tensive advertising campaign under 
sales manager Propert’s direction. 

* * * 


Steiner Absorbs Faden Co. 

The Steiner Electrical Co. of Chi- 
cago has taken over the Faden Elec- 
trical Supply Co., and moved to new 
quarters, 210 S. Desplaines street. 














“Star Rite’ line and the Frank E. 
Wolcott Mfg. Co. ‘““Wavette” 


curler to the already extensive list of 


hair This photo will show Canadian readers why so few of their geese returned last 
spring. The assassins, with one exception, sail under the flag of the Southwest General 
Electric Co., Houston, Tex. Left to right: Henry Albrecht, Jr., purchasing agent, 
Jack Renfro, manager, West Columbia Light & Power Co., H. F. Fritz Bland, sales- 
man, B. L. (Dinty) Moore, motor specialist, and last but not least R. R. Roberts, 
local manager. Dividing the honor of supporting the game are Miss Lizzie Ford and 
“Texas” who slings a wicked frying-pan. The very thought of this bunch will make 
a mallard duck. 


products which they are handling. 
They are now covering eight states 
in the south and report a decided 
increase in business. 
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Your Best 
Sales Insurance 


The present period of easy selling suggests the wisdom—and furnishes the 
means—of providing the best sort of “sales insurance” against the possible 
coming of less favorable conditions later—a new general catalogue. 


If business continues very active next year, the catalogue will help you 
secure the greatest volume of orders, without a corresponding increase in 
your sales organization, or in your sales expense. But if you should en- 
counter increased sales resistance next year, what better reinforcement can 
you provide than a first-class, up-to-date catalogue? No other form of sales 
promotion offers such efficient aid in selling supplies at the minimum cost. 
No part of your investment in sales promotion sustains so close a relation 
to your profits as the money you invest in your catalogues. And the dif- 
ference in cost, if any, which secures the best catalogue representation is the 
most profitable part of your entire catalogue investment. 


It is worth remembering in this connection that Donnelleys are not asking a 
single manufacturer to pay for a page, but are building the catalogues entirely 
from the jobbers’ standpoint, keeping in mind that the jobber should have ex- 
actly the same freedom in selecting the articles to appear in his catalogue, as 
he has when he buys the goods themselves. 


It is time now to make arrangements for catalogues for next year. 


We shall welcome the opportunity of having one of the members of this 
department go over your requirements with you by appointment without 
obligation. 








R. R. Donnelley & Sons Company 


Jobbers’ Catalogue Department 


731 Plymouth Court Chicago, Ill. 
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Western Electric’s New Phila- 
delphia Home 

On June 18 the Western Electric 

completed its move from the 

at. Eleventh and 


streets, Philadelphia, and 


—, christened its new home at 910-12-14 


1 


This new five story 
building provides floor space of 
about 50,000 square feet—an in- 
crease in office and warehouse capac- 


Cherry street. 


* ity which has been sorely needed by 





Gadsden (“Gad”) Russell, of the Rus- 
sell Electric Co., (left center), and George 
Schoen, partner of Gilman Schoen Co., 
Westinghouse agent jobbers, next to him, 
both of Atlanta. The fish were caught in 
about one hour’s trolling five miles out in 
the Gulf, including a king fish, mackerel 
and one Jew fish. Places visited on this 
trip were virtually uninhabited. 





Two New Branches for Electric 
Corp. 

The employees of the Electric 
Corp., of Los Angeles, on Thursday, 
June 7, gave a banquet at Paulais of 
that city in honor of the officials of 
the company and in celebration of 
the establishing by the company of 
branches in Portland and Seattle. 
Fifty people were present. 

Herb Aunger acted as chairman 
and toast master of the evening. 
Toasts and cheers were given. the 
corporation, to Ross Hartley, presi- 
dent, to Ed. Rielly, secretary and 
treasurer and to Dick Cogley, who 
left to take charge of the Seattle 
office. There was manifest a won- 
derful spirit of loyalty of the em- 
ployees to the corporation and its of- 
ficers. 

Short responses were given by 
Messrs. Rielly, Hartley and Cogley, 
and a few words by other members 
of the organization. The progress 
of the business was discussed and 
plans told for the success of the cor- 
poration in the two northern branch- 
es which will be opened July 1. 

The Seattle branch will be located 
at 321 Occidental avenue; the Port- 
land branch with Albert Rieves as 
district manager, at 285 Couch 
street. Large stocks will be carried 
at both places. 

During the progress of the ban- 
quet, Dick Cogley was presented 
with a 17 Jewel watch by his fellow 
employees. Upon the watch were en- 
graved his initials and the words, 
“from the employees.” 


he organization. 


Some of the interesting features 


| of the building, as pointed out by 


manager Van Valkenburgh, are spe- 
cial provisions for giving service to 
customers. A pneumatic tube has 
been provided to expedite the trans- 
fer of orders from office to ware- 
house; conveyors have been installed 
for transporting merchandise with 
the greatest facility from the upper 
floors to the shipping floor; and 
broken package stocks are carried 
on the first floor, easily eccessible for 
delivery over the wholesale counter 
or to the shipping platform. 

Following the best modern prac- 
tice, the building has been designed 
to obtain a maximum of light and air. 
In the section devoted to offices, 
there is light and air on four sides. 

In finishing off the roof, pro- 
vision has been made for mounting 
a canopy, so that employees may use 
the top of the building for exercises 
and recreation. From roof to base- 
ment the new building, which was 
designed by The Ballinger Co., to 
meet Western Electric specifications, 
embodies the best ideas produced 
during fifty-four years of experience 
in the electrical field. 








Can you look back to 30 years of service 
with the company you are with? Here is 
a man who can. H. Pim, general manager 
of the Canadian General Electric Co. at 
Vancouver, B. C. 





Lighting Demonstration Room 


In accordance with the accepted 
theory that “seeing is believing,’ a 
demonstration room in the Chicago 
office building of the Central Electric 
Co. has been fitted with eight differ- 
ent systems of typical lighting units 
which are in present day use, as well 
as with one obsolete system for com- 
parison. Foot candle meters are 
furnished for reading the light inten- 
sity and attention is directed to the 
effects of mounting height, spacing 
distance, shape of reflector, voltage 
at the socket and dirt depreciation. 
The effect of light on the speed of 
vision and the ability of the eye to 
see details is shown, as well as many 
other fundamentals which are of in- 
terest. -in. connection with lighting 
systems. 





S. W. Sebel, sales manager, Stubbs Electric Co., Portland, Ore., ‘and his crew 


of aggressive salesmen. Mr. 


Peterson stands on the extreme left. Next to him 


is Bert Lucas. Others in the picture are Earl Woodley, E. T. Hunter, Lyle Atwood, 
C. G. Haskell, W. Alfonse, J. H. King and G. W. Madison. 
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T-SLoTSHALLOW-IYPE 


Composi tion and ¥orece e7e 





HAT H&H stands for in switches and 
other devices, now appears in the com- 
The Shallow Line of 


The Splice Lies of plete line of Flush Receptacles: T-slot, 


plements the Shallow shallow type, in composition and porcelain. 
ee eee ee The line provides every essential style, and that essen- 


providing for thin par- tial quality of H & H permanence in the service. 


tition wiring. 

Side-wired composition, duplex and single: Nos. 1494 

and 1493 respectively. tandard-size composition, 

duplex and single: Nos. 1437 and 1435 respectively. 

Standard-size porcelain, duplex and single: Nos. 1482 - 

and 1430, respectively. Round porcelain with 3%’ 
late, No. 1455. Round porcelain with 234’ plate, 
o. 1454. 

Not much in clever mechanism can enter into a convenience outlet; 

yet the opportunity is there for neat design, rugged contacts, perfect 

finishing. THERE was th H & H opportunity. There, too, is 


the contractor ’s—in ordering his outlets for all requirements from 


‘*The Line of Least Resistance’’ 
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Sales Promotion Discussed by 
Westinghouse Jobbers 


Westinghouse agent-jobbers are 
now 34 in number. Their annual 
meetings, usually held just before or 
immediately following the summer 
convention of the Electrical Supply 
Jobbers Association, more and more 
take on the aspect of large national 
conventions. The eleventh meeting 
of this kind was held at the Home- 
stead Hotel, Hot Springs, Va., the 
entire week of May 28 and in addi- 
tion to representatives from the 34 
jobbers there was a large contingent 
from the Westinghouse Electric & 
Mfg. Co., and associated Westing- 
house companies as well as a number 
of invited guests. 

President A. J. Cole made the in- 
troductory marks at the opening ses- 
sion, which was the first of a series 
of 11, held for the most part in the 
forenoons and evenings, afternoons 
being given up to recreation for 
which there is ample opportunity at, 
the famous resort. Decoration Day 
came within the period and appro- 
priately a memorial meeting was the 
feature on May 30, the address be- 
ing given by John J. Jackson, gen- 
eral attorney of the Westinghouse 
Electric & Mfg. Co. 

The key-note of the meeting was 
sales promotion. Inspiring messages 
were brought by leading representa- 
tives of the electrical press and by 
other guests, among whom were 
Homer Buckley of the Buckley- 
Dement Co., Arthur Freeman of the 
Einson-Freeman Co. .and Randall 
Anderson of the Curtis Publishing 
Co. 

The officers elected for the ensuing 
year sre: F. N. Averill of the Fobes 








Here is a picture of a sales manager 
and his assistant in their native haunts, 
the sales manager being none other than 
M. G. Williams, who is sitting in his 
high-powered “Staggard,” 
sistant is H. G. Smith. Do you recog- 
nize them yet? Well if you have ever 
traveled the South you do. For the bene- 
fit of Northerners we will say that they 
are Williams and Smith of the Matthews 
Electric Supply Co., Birmingham, Ala. 





Supply Co., Portland, president; J. 
S. Tritle, vice-president, and B. E. 
Finucane of the Rochester Electrical 
Supply Co., secretary. 

* * * 
Listenwalter & Gough Take All 
of California for Royal 

Listenwalter & Gough of Los An- 
geles have just been appointed 
“Royal” distributors. for the entire 








“Royal” business 


and the as- 


state of California and have opened a 
branch in San Francisco to handle the 
in the Northern 
part of the state. A complete line of 
“Royal” products will be carried in 


San Francisco. 
* * « 


Cabell-Irby Sells Retail Business 

In the future, the Cabell-Irby Co., 
of Jackson, Miss., will devote all o: 
its attention to the wholesaling 0: 
electrical and Radio supplies, it hay 
ing sold its retail business to J. M. 
Fried of Vicksburg. Last, year, less 
than 15 per cent of its business was 
retail, yet that was enough to em 
barrass the company in its dealings 


with the contractor-dealer trade. 
ae ea 


Whitmore Retires from 
Manhattan 

E. Whitmore, first vice presideni 
and treasurer of the Manhattan 
Electrical Supply Co., Inc., will offi- 
cially retire from the company July 
1. He has been with the company 33 
years, coming to it shortly after it 
was formed. He rose from the ranks 
and has been at various times gen- 
eral manager, secretary, vice presi- 
dent and treasurer. Men _ every- 
where in the electrical trade know 
him as an indefatigable worker and 
will agree that he is entitled now to 


“take life easy.” 
* * * 


Officers Elected by Florida 
Electric 

Officers were elected at the annual 
meeting of the directors of the Flori- 
da Electric Supply Co., Jacksonville, 
May 15 as follows: H. R. Worthing 
ton, president; C. D. LaMec, vice 
president; R. M. Van Dych, secre 
tary and treasurer. 


Westinghouse Agent Jobbers at Their Hot Springs Convention 
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Fiber insulators 






P One piece 
contacts and 
binding post 







Composition 
body 


No. 8251—Single 
No. 8248—Duplex 


At Last! 
















A Convenience Oullel stripped 
down lo Fundamenlals — 


1. Simplicity that approaches perfection—no 
unnecessary parts. 


2. One piece contacts and binding post — no, 
loose connections. 


. More dependable in operation. 
. Smaller—more wiring.room. 


3 
4 
5. Easy to wire. 
6. Double T slots—restricted openings. 
7 


. A wonderful engineering achievement. 














The complete line of Wiring Devices 
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IGEST OF THE NEW; 


Our Industry Forges Ahead 


“Much has been said and written 
regarding the general prosperity of 
the country. There are divergent 
opinions, and notes of caution have 
been sounded, with respect to this 
condition, but it cannot be denied 
that the electrical industry has 
played—and will continue to play— 
a significant and important part in 
the progress and expansion of the 
country’s business developments. 

“This development and industrial 
activity have involved a great in- 
crease in the output of electric light 
and power companies and necessi- 
tated large outlays for new equip- 
ment and construction. During the 
first four months of this year the 
electric light and power industry 
raised for all purposes 60 per cent 
more money than it did during the 
similar period of 1922, indicating 














The “Tall and Short of it.” The Tall 
being Tom Reynolds and the Short Gil. 
Anthony, two of the heavy hitters on the 


sales team of Stanley & Patterson, New’ 


York City. Tom has just asked Gil. a 
brand new riddle, the gist of it being, 
“Why does a chicken cross the road?” 





that for the current year bond and 
stock flotations will reach over a bil- 
lion dollars, compared with $750,- 
000,000 last year. 

“The output of electric energy is 
even more imposing. The first three 
menths of this year show an increase 
over the first quarter of last year of 
nearly 33 per cent.” 

The above is a quotation from the 
address of Frank W. Smith, retiring 
president of the National Electric 
Light Association at the New York 
convention, June 4 to 7. It is of 
significance and every man in the 
electrical industry, for all, jobber 
salesmen very particularly, are tied 
in by the strongest bonds with the 
development of central station ener- 
gy production. 

This was the forty-sixth meeting 
of the association, covering a period 
from 1885 to 1923 and was one of 
the greatest conventions in its his- 
tory. More than ever was the na- 
tional character of the association 
emphasized this year. 

re “ae 


Year-Round Electric Range 

There has been formed, under the 
direction of the commercial section 
of the National Electric Light Asso- 
ciation an _ all-year-round electric 
range business development pro- 
gram. Various organizations have or 
will be invited to participate. 

Activities in this direction have 
been going on for a _ considerable 
length of time and came to a head at 
the recent N. E. L. A. convention 
in New York, where Chairman C. O. 
Dunten, of the electric range com- 
mittee made his report. A program 
for this work had already been pre- 
pared by the Society for Electrical 
Development, which was read. An 
extra session was called by Chairman 
Oliver R. Hogue, of the commercial 
section for further discussion of the 
details. 

The Society for Electrical Devel- 
opment becomes the workshop for 
carrying out the sales promotion, ed- 
itorial and publication plans, including 
preparation of charts, graphs, tabu- 


lations, literature, etc., and further, 
to arouse and maintain enthusiasm 
throughout the industry in electric 
range business development. The 
executive committee of the society 
has authorized a budget of $30,000 
to carry out its part of the work dur- 
ing the next 12 months. Thomas F. 
Chantler has been appointed to head 
up this activity as far as the society 
is concerned as Supervisor, Electric 
Range Business Development Activ- 
ity, and presents the proper contract 
for those who desire to obtain full 
particulars as to the plan. 

The general plan as presented by 
the society embodies ways and 
means for effective co-operation and 
individual effort, in addition to sup- 
plying a common purpose to all in- 
terested in promoting electric range 
business, by 

(a) Appealing to public interest 
through the medium of newspaper 





a 


Two of the future managers of the 
Western Electric Co. as they were 
snapped in Jacksonville, Fla. On the 
left is J. J. Ford and the other chap is 
William H. Freeman. 
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Clearsite Fuses 


The greatest development in design and 
performance in plug fuses since the screw 
shell type has been in use. 





Made only by the pioneer manufacturer who 
blazed the trail of adoption and use of 
Renewable Fuses to the end of securing 
approval by Underwriters’ Laboratories 
and the great American public: 


Economy Fuse & Mfg. Company 


CHICAGO, U. S. A. 
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Lhe FIDNWWIN Ff. 


The Guth hall mark, identifying 
each product of the Edwin F. 
Guth Company, stands for the 
highest integrity of quality and 
workmanship. 
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Guiri1 COMPANY 


ENGINEERS-MANUFACTURERS 


Equipment 
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Every Type and Style 
of Lighting Fixture 


—all bearing the hall mark of Guth 
Quality so well known in Brascolite 


The recent unification of Guth interests—The St. Louis 
Brass Manufacturing Company and the Brascolite Com- 
pany—into one great institution, enables us to offer 
dealers a most interesting proposition—a line of lignting 
fixtures comprising standard types and styles to meet 
every lighting need. 


Guth designing is distinctive. It represents years of scien- 
tific study and research with more than twenty-one years’ 
experience in building fixtures for every type of architec- 
ture and for every illuminating purpose. 


It will pay you to write at once for our sales plan and 
descriptive literature showing our standard types. 


THE EDWIN F. GUTH COMPANY 
Formerly the St. Louis Brass Mfg. Co. and the Brascolite Company 
General Offices and Plant, ST. LOUIS, U. S. A. 
BRANCH OFFICES: (Sales and Service) 


Atlanta Boston Chicago Cincinnati Detroit Los Angeles Minneapolis 
New Orleans New York Omaha Philadelphia Seattle 
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advertising, direct-by-mail advertis- 
ing, personal solicitation and gen- 
eral publicity. 

{b). Informing and _ interesting 
the electrical industry generally re- 
garding the possibilities and advant- 
ages of electric range business. 

(c) Interesting central stations 
generally regarding the possibilities 
and advantages to them in cultivating 
an electric range load. 

(d) Providing for the industry 
practical advertising and sales helps 
and concrete suggestions for devel- 
oping electric range business. 


* * * 


Coffin Medal Awarded 
Southern California 
Edison Co. 


The Southern California Edison 
Co., Los Angeles, was presented on 
June 7, with the gold medal of the 
Charles A. Coffin Foundation, offered 
for the first time last year, to the 
electric public utility company of the 
United States which made the most 
notable contribution during the year 
to the development of electric light 
and power service. This is the first 
award of the medal to be made by the 
Foundation, which was created by the 


to 











Here we have H. C. Greer, sales mana- 
ger of the Electric Appliance Co., Dallas, 
Tex., and one of his flock, E. G. Lamkin, 
automotive salesman. We wonder if every- 
one got that about “flock” and “Lamkin.” 





General Electric Co. The recipient 
was selected from 18 electric light 
and power companies which submit- 
ted their year’s records for considera- 
tion, and the decision is understood 
to have been extremely close. 

The presentation of the medal was 
made during the meeting of the pub- 
lic policy committee of the National 
Electric Light Association which was 
holding its annual convention in New 
York. Frank W. Smith, of New 
York, president, of the Association and 
chairman of the association’s Charles 
A. Coffin prize committee, officially 
presented the medal, which was ac- 
cepted by President John B. Miller 
of the Southern California Edison 
‘Co., on behalf of the company. 

The award of the medal was ac- 
companied by the presentation of a 
check for $1,000 to be applied to the 
employees’ benefit fund of the Southern 
California Edison Co., under the 
terms of the Foundation. 


SO 


Electrical Wedding Anniversary 


It took a woman to discover that 
among all the wedding anniversaries 
there was no occasion when electrical 
gifts could) appropriately be made. 
From “cotton” to “diamond” not a 
chance to give percolators, cleaners 
or heating pads! 

To Miss Sigourney J. Frush, 
special representative of the mer- 
chandizing section, Westinghouse 
Electric & Mfg. Co., the industry is 
indebted for the suggestion that a 
definite year should be set aside as 
the electrical wedding anniversary. 
She suggested that the Society for 
Electrical Development select an ap- 
propriate year and sell the idea to 
the industry and the public. 


Authorities were consulted and it 
was found that the Fourth year was 
available, and after a meeting of the 
Publicity Advisory Council of the 
Society, it was agreed that the Fourth 
year should be the electrical one. 

The maximum benefit will accrue to 
the industry only if everyone gets 
behind the idea and sells it persist- 
ently. Electrical merchants should 
feature it in their advertising and dis- 
plays, central stations may appropri- 
ately sell the idea to their customers. 
Jobbers should call it to the attention 
of their dealers and manufacturers 
may profitably do their part by men- 
tioning it in national advertising. 





Left to 


We have this trio of hustlers. 
right: James Harman, H. M. Dodge and 
Milton Taylor of the Steventon Electric 
Co. of San Diego, Calif. Mr. Dodge is 
the owner of the company and is one of 
the pioneers in the electric supply busi- 
ness in that city. Milt handles the counter 


business and Jimmy hustles 
orders. 


out the 





Remember: The fourth year is the 
electrical wedding anniversary. 


* *& * 
Credit Situation Shows Marked 
Improvement 

The accompanying tabulation 


shows the number of accounts re- 
ported to the National Electrical 
Credit Association by member manu- 
facturers and jobbers during April, 
1923, and May, 1923, as compared 
with the same months the previous 
years, together with the total amounts 
and average amounts of the delin- 
quencies. 


Number of 
Branch Delinquent 
and Accounts Total Average 

Month Reported Amount Amount 
Central Division 
Apr., 1922.......... 799 §$ 87,991.88 $110.13 
Apr., 1928.......... 794 111,180.28 139.96 
May, 1922.......... 746 84,048.58 112.66 
May, 1923.......... 749 95,984.35 128.15 
New York 
Apr., 1922.......... 460 56,616.00 123.00 
Apr., 1928.......... 422 68,771.00 151.00 
May, 1922.......... 440 58,401.00 1383.00 
May, 1923.......... 437 68,228.00 156.00 
Philadelphia 
Apr., 1922.......... 232 34,454.70 148.51 
Ape... 1996.......... 241 35,099.19 145.80 
May, 1922......... . 286 22,175.99 93.97 
May, 1928.......... 225 26,399.82 117.33 
New England 
Bet, TORE 3: 68 7,128.00 104,82 
Aor, ieee... 44 7,979 04 181.34 
May, 1922.......... 108 7,908.93 68.97 
May, 1928.......... 29 8,464.08 119.45 
Pacifie Coast 
Apr., 1922.......... 25 3,594.67 148.50 
a | ee 39 8,444.75 216.53 
May, 1922.......... 24 2,183.82 88.99 
May, 1928.......... 20 2,910.69 145.70 
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Here’s a Real Talking Point 


§ The sturdy ribs that back up the strong 
yet pliable wall of Flextube is one of 
the excellent features that make 


F lextube 


the non-metallic conduit that is easiest 
to sell contractors who appreciate a 
quality material. 





§ You can bend, twist and kink Flextube with- 
out injury to the wall. And the oval shape of 
the ribs around which the cotton is woven gives 
a smooth non-friction interior that makes fishing 


of wires easy. 


National Metal Molding Company 


1312 FULTON BUILDING 
PITTSBURGH, PA. 


Represented in All Principal Cities 
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V. C. Bruce Wetmore 


(Continued from Page 21) 


and interesting for the other fellow. 
When these two men had been com 
petitors, Wetmore was always read, 
to acknowledge when he was in the 
wrong, although he was always ; 
keen fighter in a business way. 
Another leading jobber in Boston 
referred to Mr. Wetmore as a “high 
tension man,” saying, that once he 
tackles a proposition he will go 
through with it. If it is a competi 


| tive proposition and the competitor 


is his best friend he is out to win 
just the same. If he cannot win he 
will make the fellow who does win 
break a record. This jobber charac- 
terizes Mr. Wetmore further as a 
straight, hard-hitting man, a finan 
cial power of high order, and one of 
the keenest business men in his own 
or any other line. 

The matter of Wetmore’s business 
ability seems to keep cropping up. 
As a final check-up, so to speak, on 
this point an official of one of the 
leading banks in Boston was ap- 
proached and it was not surprising 
to find in him a profound admirer of 
Mr. Wetmore, whom he characterized 








Can you beat it? One salesman try- 
ing to sell the other? The salesmen in 
the case being John L. Reighart, who is 
holding the catalog and doing the sell- 
ing. ‘The chap in the car is J. A. Brit- 
ton. Both are with the Ohio Valley Elec- 
tric Co., Louisville, Ky. 
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THREE NATURAL LEADERS 
THAT 
COMMAND RESPECT 
WHEREVER 
THEY ARE IN SERVICE 


> 


@) % 
<a WN. 





No. 95 


No. 22 Two Piece Attachment Plug 
No. 95 Plugall Plug 
No. 61 Single Flush a 


Inspect, Examine and Test 


Them—Write Us Today 


- Manufactured by 


MAGNUS ELECTRIC CO., Inc. 


Wiring Devices ELECTRICAL SPECIALTIES Wireless Accessories 


451 Greenwich Street, New York, N. Y. 
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MONG dealers, Williamson 
Lighting Fixture popularity is 
steadily gaining impetus. This envi- 
able condition is the culmination of 
past records of clever craftsmanship 
and artistic design and present high 
quality of modern motifs in fash- 
ioned fixtures. Dealers in Williamson 
Fixtures readily verify their attain- 
ment of adefinite leadership in their 
respective territories for the distribu- 
tion of this character of product. 
Theirs is a permanent domination 
of lighting fixture sales. 


R. WILLIAMSON & CO. 


New York :: Chicago :: San Francisco 
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ONCRETE evidence of dealer 

confidence in Williamson Light- 
ing Fixtures is a chronicle of sales 
volume which is no doubt unprece- 
dented in the history of high grade 
lighting fixture manufacture. Sig- 
nificant is the fact that fixture 
distributors and fixture salesmen 
experience little difficulty in con- 
vincing prospective dealers of the 
successes to be gained with William- 
son Lighting Fixtures. One Chicago 
contractor does over forty thousand 
dollars annual business in William- 
son lines. 


R. WILLIAMSON & CO. 


New York :: Chicago :: San Francisco 
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Catalog 
No. 34 


Just From 
the Printers 


Get Your Copy of This 
New Catalog! 


This new No. 34 catalog contains only the 
vital points of quality, construction, use and 
description of Steel City Products. 


It tells you what to recommend for every 
type of requirement from the simplest to the 
most complicated. 


It tells you what you need and how to use 
it. 
And the catalog is easy to use. Contains 


three indexes. One on catalog numbers, a 
general and a code word index. 


You need this catalog. Fits snugly in 
your case and will prove a big help in put- 
ting over sales. Ask your sales manager for 
your copy of this new and concise catalog 
No. 34. 


Steel City & 


PITTSBURGH 


OS Sectric Ce 


PENNSYLVANIA 











as having one of the best business 
and financial minds in Boston. It 
is not inappropriate to quote some 
of the remarks of this financier. 
“The brain of Bruce Wetmore works 
at a terrific pace, but that brain— 
active, searching out in every direc- 
tion—is constantly trained on the 
direct, straight line of the problem 
in hand. You cannot sidetrack it. 
He sees through to the end. He 
goes after that end with the presi- 
sion and power of a steam engine. 
Bang! bang! blows. No fiddling. 
If you go to Bruce Wetmore and say 
‘between you and me I understand 
that a party said so and so.’ Back 
comes the lash, ‘Who is he, just what 
does he say? If you can’t tell me 
that, I don’t want to know anything 
about it.’ Therefore, if you go to 
Bruce Wetmore for anything tell him 
instantly just what it is that you 
want. Do not try to ‘feel him out’.” 
This man furthermore said that at 
a meeting in Boston one of the lead- 
ing financial lights in the East made 
an interesting statement to the effect 
that he considered Bruce Wetmore 
as second to none as a business man 
and financial advisor in the city of 
Boston and that he would go more 
by Wetmore’s judgment on any 
financial problem than that of any 
other man in Boston. 


And what have all these business 
activities led to? Few of the read- 
ers of this magazine need to be told 
that the Wetmore-Savage Co. is one 
of the largest and most progressive 
jobbers in New England. In addi- 
tion to being the leading factor in 
that company’s development. Mr. 
Wetmore was one of the organizers 
in 1914 of the Massachusetts Trust 
Co. and is still a director and one 
of the finance committee. This has 
grown from nothing to a $20,000,000 
institution. He is also a trustee in 
Charlestown Five Cent Savings 
Bank, a $35,000,000 institution. He 
is a director of the Collyer Insulated 
Wire Co., of Pawtucket, R. I., in 
fact reorganized this company in 
1917. Finally, he is director in the 
Salvation Army and spends a great 
deal of his time on this charitable 
work. 


While undoubtedly Bruce Wetmore 
has a decided gift for making money, 
few who know him would say that 
his financial achievement was in- 
spired from a desire to accumulate. 
Rather, finance is to him the most 
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Every HEMCO Jobber 
Will Find an Announcement 


of 

supreme 
importance 
regarding 


HEMCO 
PRODUCTS 


in 


the 








August 





Number 
of 


Jobbers 


Salesman 


It will pay YOU to read this announcement 


GEORGE RICHARDS & COMPANY 
557 W. Monroe Street, Chicago, Ill. 


New York Office—Nelson & Mount Streets, Long Island City, N. Y. 
t New England Agents Exp moe 8 is 
Petti a ews Co. Geo so Ric ards & C 
n, Mas 557 W. Mon ., Chic ase, Ill. 
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The Survival of the 
Fittest 


One could hardly hazard a guess 
as to how many commercial 
lighting units have come aud 
gone since Denzar was first 
placed on the market eight years 
ago. 


Most of these widely heralded 
lighting units are now as extinct 
as the Dodo, but Denzar still in- 
creases in popularity from year 
to year. 


There is satisfaction in selling a 
lighting unit that has stood the 
test of time. In thousands of 
stores, offices, schools, churches, 
hotels, banks and public build- 
ings Denzars are diffusing a soft, 
restful light of daylight quality, 
free from glare and_ harsh 
shadows—a light that people like 
and which causes them to speak 
well of Denzar. Every Denzar 
installation your dealers make 
sells more Denzars for him and 
you. If you are not familiar 
with the merits of Denzar you do 
not know how easy it is to sell 
a hundred Denzars even in a 
small town. Write us for par- 
ticulars on How to Wholesale 
Denzars. It’s easier and more 
profitable than you imagine. 


BEARDSLEE CHANDELIER 
MFG. CO. 
218 South Jefferson St. 
Chicago, Illinois 


iphiting Equ 
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interesting game at which he can 
play in a sportsman-like way. 

He enjoys other sports too. Yacht- 
ing and trotting horses, bird shooting 
over a dog, these are Mr. Wetmore’s 
favorite sports. His yacht “Acush- 
la” —topmast sloop, 65 feet overall, 
the fastest boat of her inches, has 
won many trophies. He keeps half 
a dozen trotting horses and operates 
a 200-acre apple farm at Westford, 
Mass. This is his country home. In 
the winter he occupies his $200,000 
home at Jamaica Way, Boston. He 
lives well, enjoys life himself and is 
ready to lend a helping hand to the 
man who is down. 





Sioux City Electric Club 

The Sioux City Electric Club was 
recently formed in Sioux City, Ia. 
The principal reason was an endeavor 
to establish more friendly relations 
between the central station, the 
contractor, the electrical dealer and 
the jobber. A. C. Ruble, sales man- 
ager of the McGraw Co., who has 
been constantly pushing the idea for 
the last three years should be largely 
credited with the final outcome, in 
the form of a live, business-like or- 
ganization. President of the club is 
C. E. Murphy. There were 52 mem- 
bers present.at the first meeting on 
May 21. 











ik aaa 


Well, well if it isn’t our old friend 
Billy Day of Pettingell-Andrews Co., 
Boston. W. J. is store manager for P.- 
A. and when it comes to service he will 
see that you get it. By the way, Billy 
is quite a “Walt Mason” when it comes 
to writing poetry. 
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“RING AND TALK—DON’T WALK” 
DEVEAU “INTERTALK” 


Apartment House Telephone Apparatus 








“LOUD-SPEAKING” 


Sectional-Common-Talking-System 





With Drop on Janitors’ Station 
for Each Suite and Vestibule 








Three-Gang 
Pattern No. 18 


RECOMMENDED FOR 


“Loud-Speaking” Cordless Vestibule 


—_ Apartment Houses having several vestibule entrances, but all under 


Gepetote, ah. Latter: Beme the supervision of one janitor; where it is desirable to have vestibule 
tall: to its respective suites and not be disturbed by conversations 
from another vestibule. Conversations are common to all stations 
of each section; however, a conversation in one section will not 
interfere with a conversation in any other section. Sectional- 
Common Talking Systems are a combination of two or more Com- 
mon-Talking Systems arranged so that each Common-Talking Sys- 
tem is independent of any other on the system. Tradesmen’s 


Stations can be used on this system. 


THERE’S REAL MONEY IN APARTMENT 
BUILDING INSTALLATIONS — GO AFTER 
THIS CLASS OF BUSINESS. 





SEND FOR NEW DEVEAU CAT. No. 40 








Suite Telephones 


‘PATTERN No. 2200 


Janitor’s Answering and Calling 
Telephone Annunciator 








MANUFACTURED BY 





STANLEY & PATTERSON, Inc. 
250 West St, New York, U. S. A. 


Flush Wall Type 
PATTERN No. 2530 


Surface Wall Type 
PATTERN No. 1172 
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_|“RED SPOTS” |, 
™ EVERYWHERE = 


No matter what class of lighting busi- 
ness you cater to, you will find oppor- 
tunities to sell and profit by ‘Red 
Spot.” 














The reason why “Red Spot”’ is so popu- 
lar and widely used is because every- 
body who handles it makes money. 





‘Red Spot’’ is the Universal Hanger— 
endorsed by glass manufacturers, job- 
bers and leading installers of commer- 
cial lighting equipment. 


















Here’s a pop- 


Cart king— 
arton packing—as tee Mae 


Wakefield does it— 











‘ ‘ Spot” combi- 
insures you against nation—the 
loss, damage and PHOENIX 


deterioration. Al] 
parts are carefully 
wrapped and 
checked. “Red 
Spots” reach you 
as they leave us— 
perfect. 


RADIANT 


Phoenix Glass 
Company, 
manufacturers 
of this excel- 
lent glassware, 
endorse “Re 

Spot.” 








Spot” 
material is sold under a strict JOBBER 
POLICY. That is why so many of the 
best jobbers job it—and thats. why 


YOU TO 











The F. W. WAKEFIELD BRASS COMPANY 


Elberta Street Vermilion, Ohio 
Factory Warehouse Stocks carried at 910-912 Howard St., 
San Francisco and 236 S. San Pedro St., Los Angeles, by 

Geo. A. Gray Company, Pacific Coast Representatives 


ai 

















Hot Tips from Hot 
Springs 


(Continued from Page 14) 


out to him that he cannot be truly 
a part of ‘the organization unless 
fully in accord with its aims and 
purposes and practices.” 

W ork.—‘‘Next, we sell him on the 
fact that his real boss is the Law of 
Compensation, that his rewards will 
be in proportion to his efforts. A 
salesman can display his ability only 
when he works. Consequently, the 
more he works and the harder he 
works, the greater the return.” 

Accuracy.—“Then we bring out 
the fact to him that the value of the 
work depends upon the accuracy 
and thoroughness with which it is 
done. Getting the signature on the 
proverbial dotted line is only a part 
of the operation involved in selling. 
Prices, terms and conditions must 
be made clear to the purchaser; or- 
ders must be correctly written up 
and all information supplied. Cor- 
respondence and reports to the house 
must be attended to promptly; 
statements made by the salesman 
involving matters of policy or prec- 
edent must be given with due fore- 
thought—all of that and more en- 
ters into what is called selling.” 





Watch Credits—‘‘The sale _ has 
not been completed until the bill has 
been paid. Money and credit entail 
an added responsibility upon the 
salesman. Our customers get the 
goods when ordered. We wait, one, 
two, three or more months for our 
money and sometimes then we don’t 








— 


The fellows who put the “Fix” in fix- 
tures—from left to right—Paul Bucknam, 
Brent Foster, better known as “Ivan- 
hoe,” Harold West and Ed. Smith. By 
the way, Ed, are you going to be in all 
day? With the exception of Brent Foster 
they are all with Pettingell-Andrews Co., 
Boston. 
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“Single Wall Loom is Best” 


Contractors have said it; Jobbers have said it; 


we have said it; and now other manufacturers 


admit it by making this type. 


When we started making non-metallic conduit, 
there were no Single Wall types. We origin- 
ated the Single Wall construction. 


We have never made any other type than 
Single Wall. We have spent our efforts on that 
type and have gone through the experimental 
stages, so that today we are experts in making 
a loom of this construction. 


Since Contractors, Jobbers and Manufacturers 
agree that the Single Wall type is the best, 
you can do no better than use the original. 


That means 
DURADUCT 


of course! 


Tubular Woven Fabric Company 


PAWTUCKET, R. I. 
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The T-P Type 








A Penny for Quality 


The cost of all the electrical work is seldom more than 
two per cent of the total cost of any building. The dif- 
ference between the very cheapest and the very best 
materials is so tiny a fraction that a bid should invari- 
ably win on service and quality instead of price. With 
your knowledge of the value and cost of various panel 
boards, note how very little the best panel boards, the 
Triumph Safety Type, cost over the very cheapest you 


could buy.* 


That’s the real point! Electrical service depends on 
the reliability and safety of these final distributors— 
the indication of quality for the electrical installation is 
one of their functions—the added years of efficient serv- 
ice are worth figuring in—and Triumph Safety Type 
Panel Boards can be had for a portion of the penny of 


*The Triumph Panel 
Boards are standardized 
unit assemblies. The 
cabinets and panel boards 
always fit together though 
installed years apart, and 
the cost has been forced 
down by standardized 
quantity production until 
a Triumph Safety Type 
is a logical choice for 
every job. 


install. 





the building dollar. They cost less to 


Send for descriptive bulletins 
on the Type T-P (tumbler- 
switch, plug-fuse), Type R 
(residence and small store), 
and TypeP (plug fuse). All 
are unit construction — all 
Triumphs. 


Frank Adam 


ELECTRIC COMPANY 


ST. LOUIS 


DISTRICT OFFICES: 


New York, Boston, Philadelphia 
Pittsburgh, Cleveland, Cincinnati, 
Detroit, Chicago, Minneapolis, 
Kansas City, Dallas, New Orleans, 
Los Angeles, San Francisco, Seattle. 








MANUFACTURERS OF 


Major System of Theatre Lighting Con- 
trol; Triumph Line of Safety Type Panel 
Boards and Cabinets; knife switches; 
reversible-cover floor boxes; A. C. and 
D. C. Distribution Switch-boards. 









get it—so the first thing we drill 
into our salsemen is the necessity for 
understanding the principles of cred- 
it practice and selling accordingly.” 

Know the line—‘Next, we drive 
home the necessity for the salesman 
really knowing his line, knowing it 
so well that it is just as easy for him 
to sell one item as another. That, we 
think, is very important. Most 
salesmen have a very good knowl- 
edge of certain favorite items, 
which are the peaks in their under- 
standing of the line. The balance 
is down in the valleys.” 

Avoid Overselling—‘‘Lastly we 
tell our salesmen that their sales 
should be based upon an understand- 
ing of the customer’s requirements, 
rather than upon just the custom- 
er’s willingness to buy. Only so can 
the salesman avoid overstocking his 
customers. Overstock means _ slow 
turn-over, small profits or no profits 


‘and a disgruntled customer.” 





Learn the 
opinion, there is no other one thing 
quite so important to tell the sales- 
man as that he must know the busi- 
ness, not merely the line, but the 
business—its policies, precedents, 
practices, limitations, and so _ on. 
Nothing, in my opinion, that the 


Business.—“In my 








“The Three Musketeers” of Pettingell- 
Andrews Co., Boston. Left to right: Bert 
Davidson; Parkhurst from Dublin (New 
Hampshire), and Fred Smith. As the 
sign in the background says, “G-E”, they 
always “get even.” 
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BUILT 
GOOD 
ALL 
OVER 


The Standard is built for service. It has no off-days, no strikes or shut downs. 
A long record of Performance of Attention to Duty of producing good tasting 
food for your customers. 


Dealers say that it is doing more cooking for less pay than any Electric Stove 
alive. Several thousand have passed through their hands. 


The splendid finish appeals to housewives and when you tell them about the Stop- 
Clock regulator, the long, lasting easy to heat oven with its full glass front, the fire- 
less way things cook in a real cooker, you have cinched the sale. 


NOTE—The Standards have all the advantages of other electric ranges and sev- 
eral others they overlooked when they were making them. 


The Time has come to challenge Gas Range competition, our special sales ser- 
vice to The Jobbers’ Salesman, gets the Big Business, and is Turning the Tide to 
Electricity for Cooking. 


If you are not Selling Ranges in a Big Profitable Way, “there is a reason,’”’ We 
can help you in your territory just as we have helped others in their territory. 
Hundreds of builders and architects are writing us for information and prices. 
Let us put you in touch with “the reason” and add volume to your sales. “The 
Time Has Come.” 


Toledo, Ohio 





MANUFACTURERS 


OF 
40 Models 
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The Witchcraft of 
Power Control 


The Magic carpet, Aladdin’s lamp, fairy wands, 
witchcraft and black magic all sink into insignifi- 
cance before the electrical switch. 


A button is pushed and an employee appears from 
a distant point of the building. A key is pressed 
and a message is flashed across a thousand miles 
of space. A central station operator, by a single 
movement of the hand, can extinguish the lights 


of a great city. High in the air, enclosed ina steel ' 


cage, a common, everyday man pulls a convenient 
handle and an enormous locomotive or a great 
lade of fluid steel is picked up and carried away. 
All of this is impossible without the electric switch, 
that servant which alone can close and open an 
electric circuit. 


Our part in the general scheme of things is to 
build certain classes of these switches so that 
many of these marvellous things in every day life 
may be accomplished safely, providing happiness 


and security for all and regret for none; and while - 


we are building them the mere utility and com- 


mercialism of the business is often forgotten and’ 


we see more of the romance and wonder of it all. 


TRUMBULL ELECTRIC MANUFACTURING CO. 


Plainville, Conn. 
New York Chicago Philadelphia S F i 
114 Liberty St. 2001 W. Porhier Rd. Boston 595 Mission St. 
THE INDUSTRIAL STANDARD FOR MORE THAN 20 YEARS. 





RSET SERRA RANT a a, 
g 








salesman can do pays so well as ef- 
fort expended in learning the busi- 
ness.” ‘ 
Personal Appearance.—“Next, | 
think, should come personal appear- 
ance—dress, carriage, deportment, 
and so on. First impressions are 
lasting, generally, and a good ap- 
proach goes a long ways towards 
assuring a sale.” 
Work.—“Finally—and_ this _ will 
cover a multitude of other shortcom- 
ings—the salesman who would suc- 
ceed must work, and work consist- 
ently, day in and day out. Sky-rocket 
salesmen, who are up today and 
down tomorrow, don’t last; it’s the 
plugger who wins in the long run. 
For mine, I will take persistency 
rather than brilliancy every time.” 





Avoid Overselling—‘The points 
that seem most important to me 
den’t have to do so much with selling 
as they do with some other things. 
For instance, first of all, I should 
caution the salesman against over- 
selling. It’s fatal in the long run. 
Give me the man who will study his 
customer’s requirements and capaci- 
ties and sell to him accordingly, in- 
suring a reasonably quick turn-over 
by not overstocking his customer.” 

Advocate Accurate Accounting.— 
“Next, we drill and drill it into our 
salesmen that it is important for 
them to utilize every argument 
they can think of to induce their 
customers to establish an accurate 
accounting system. For business 
when all is said and done, boils 
down to figures in a ledger. So if 
those figures are incomplete or in- 
accurate—well, there just isn’t any 
business.” 

Teach prompt collections.—“For 
the next thing, I should say that it 
is of great importance to train the 
salesman so that he will teach his 
customers to collect promptly from 
their customers. For if a debtor 
or contractor does not collect his bills 
promptly, he cannot pay promptly, 
and then everything goes wrong. | 
don’t know any one thing that has 
quite so much a tonic effect upon a 
dealer or contractor as to help him 
in getting him into the way of col- 
lecting his accounts promptly.” 





Be loyal to yourself—‘‘Don’t be 
loyal to the house—that’s the first 
thing we teach our new salesmen. 
We want him to be loyal to the 
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“Union” No. 160 2-Gang Box Pe s 
*Union” No. 170 2-Gang Box “Gem” B Box 'Gem”’ F C Box 


‘Don't he Deceived 
By Imitations 


“Gem” Sectional Switch Boxes are the original 
make. They were first placed on the market over 
21 years ago and have proved their reliability to 
thousands of users. 

Throughout the trade “Gem” are recognized as the 
standard boxes. They contain numerous refinements 
of design found in no other make. 

“Gem” Sectional Switch Boxes cannot be successfully 
imitated. 

Their great success has brought a horde of imitations 
and substitutes. But no other organization is qualified 
by experience, by resources and by equipment to dupli- 
cate the “Gem” line. 

Remember, two things are never counterfeited—plugged 
nickles and ordinary switch boxes. 


NOTICE TO JOBBERS AND DEALERS 
“Gem” Switch Boxes are protected by U. S. Letters 
Patent. Beware of imutations. ; “Gem” B S Box 
All infringers will be vigorously prosecuted. The genu- Showing Type R Bushing 
“Union” No. 170 Single Box [im ine boxes bear our trade mark “GEM” and are packed 
as in individual green cartons bearing the name. 
“Gem” Boxes are sold by electrical jobbers and dealers 
everywhere. Write for Catalog No. 29, 


Covered by U. S. 

Bugs Sis: CHICAGO FUSE MFG. CO. 

and 1016925 Feb. Manufacturers also of Cut-out Bases, Fuse Plugs, Fuse Wire, 
3,1912 Automobile Fuses, Renewable and Non-renewable Fuses. 


CHICAGO NEW YORK 





“Gem” B Box 
Dis-assembled “Union” SS 
Single Box 4 ; “Gem” X Box 
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DUNCAN 


A. C. Watthour Meters Model M2 


An Old Friend of the Veteran— 
A True Friend for the 


New Salesman! 


More than 20 years of association has created 
a definite friendliness by jobbers’ salesmen for 
Duncan Meters. This holds true of the entire 
line. 


The jobber’s salesman not yet eligible to be 
classified as a “vet” can find no truer friend; no 
watthour meter which will give more satisfied 
customers per sale; or more repeat orders than 


the Duncan A. C. Watthour Meter Model M2. 


Veteran or recruit, Duncan A. C. Watthour 
Meters Model M2 are the meters best suited for 
building up sales volume, year by year. 


DUNCAN ELECTRIC Mra. Co. 
LAFAYETTE INDIANA 


Builders of Electricity Meters since 1902 








house, of course, but we don’t start 
out by putting it that way. We say, 
‘Don’t be loyal to the house,’ then 
we explain that a man may be loyal 
to the house and disloyal to him- 
self. Whereas the man who is first 
of all loyal to himself cannot but be 


loyal to the house and to everybody 


else. Recently one of our young 
men in a very humble position came 
to me and told me he was equipped 
and competent to hold a better job. 
I asked him how long he had been 
equipped and competent to hold down 
that better job. He answered, ‘For a 
long time.’ Then I told him that I 
thought he had been disloyal to him- 
self and to us for just that length 
vf time because we wanted the best 
help we could get in every depart- 
ment.” 

Serve rather than sell.—“Next, we 
insist that our men understand that 
they have nothing to sell. That also 
seems to puzzle a new man at first 
until he comes: to understand that 
what we want him to do is to serve 
rather than sell. Our theory is— 
and it works—that he who serves 
best: sells most.” 

Know human Nature—‘This last 
is something that we never get done 
talking about. The salesman must 
know human nature. That’s the se- 
cret of success in any undertaking in 
life, especially so with selling. Hu- 
man nature is a book that none of us 
ever reads to the end. But we can 
at least read a little each day if we 
try. And every added insight gained 
into the working of the other fellow’s 
mind means just that much more cer- 
tainty and ease in making sales. 
Pope said, ‘Man’s greatest study is 
man’ and he certainly did say right.” 








Art. C. Church, special ambassador on 
Holophane, Ivanhoe-Regent glassware 
and Albert Wahle Fixtures for-the Pacific 
States Electric Co., Los Angeles. He says 
this sun bathing in Elysian Park is a bit 
of a change from plowing through bliz- 
zards in Utah, Montana, Idaho; Nevada 
and Colorado for the Westinghouse Co. 
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It Pays to Be a Leader in 


Your Community 
(Continued from Page 8) 


him to explain technicalities and ask- 
ing advice upon the possibilities for 
the use of certain electrical ap- 
pliances, or as to who can do the best 
job of house wiring for them, etc. 

“Tt is out of this contact with peo- 
ple that the unexpected is always turn- 
ing up—the casual remark dropped 
which may be a direct lead to a very 
good bit of business. As you go on 
with cultivation of outside friends and 
with your work of making yourself 
useful to them you will find that there 
will be a great fascination about the 
whole thing. 

“And what I have just said about 
the jobber’s salesman goes for the ex- 
ecutive as well. When the executive 


of a jobbing organization stands out | 





as a figure of importance in his com- | 


munity, a feeling of public confidence 
in his firm is inspired that can be se- 
cured in no other way. In the case of 
F. D. Lawrence, president of our own 
company, for a great many years he 
has been prominent in public affairs 
and engaged in activities quite outside 
of the jobbing business. In the terri- 
tory surrounding us men who are rec- 
ognized as leaders in our line of busi- 
ness, like F. D. Van Winkle, W. R. 
Herstein, S. D. Heed, R. P. Oblinger, 
E. W. Hake, M. A. Curran, C. W. 
DeForest, Claude Johnson, L. T. Mil- 
nor and many others, are invariably 
found to be men continually taking up- 
on themselves, duties of a public or a 
semi-public nature; in other words, 
men who help the world to move.” 


We have taken pleasure in setting 
down these thoughts of Mr. Sayers 
not only because they carry inspira- 
tion, but because they come from a 
man who practices what he preaches 
without the aid of a big brass band. 
Aside from being president of the Fall 
Festival Co., here are a few of the 
things he is “of” and in which he takes 
an active part: secretary and sales 
manager of the F. D. Lawrence Elec- 
tric Co.; director of the Cincinnati 
Business Men’s Club Co.; member of 
the University Club; Fort Mitchell 
Country Club; Automobile Club; 
Cuvier Press Club; American Legion; 
Chamber of Commerce; Cincinnatus 
Association; 32nd Degree Mason; 
Knight Templar; Syrian Temple 
Shrine; president Cincinnati Chapter 
of the Dixie Highway Club. 

















No. 190 Peirce Wireholder 








Complete in itself. 
bracket and insulator in one 
compact unit. 


N. SLATER CO, Ltp, - 





The Modern House Bracket 


meets every requirement for 
attaching service wires to 
the house. 


Strong enough mechanically 
and electrically for all do- 
mestic lighting work. 





“It Fits the Hand Like a Screwdriver” 


Recommend Peirce Wireholders 


HUBBARD & COMPANY 


PITTSBURGH eos 


MADE IN CANADA BY 


Screw, 


CHICAGO 


HAMILTON, ONTARIO 
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A single bar has been used on each box. The bar is 
split to install a switch box. Common stove bolts are 
used to fasten outlet box. The ears of switch box fit 
into the switch bar. 


LEAD-ALL | 


The Box Bar That Builds 


Contractor Business 


Here are the important points to remember when 
selling the LEAD-ALL Box Bar. 
sons why the LEAD-ALL builds contractor business. 


10. 


Here’s the Box Bar that will give you big returns for 


the investment— investigate the LEAD-ALL Box Bar. 


The Electrical Equipment & Mfg. Co. 


1137 Champlain St. 


Rigid and meets all requirements. 

Easy to install. 

Makes a perfect job. 

Effects a considerable saving over the use of 
boards. Increases the contractors’ profits. 
Supports the fixture and holds the switch box in 
place. 

One LEAD-ALL Box Bar makes two switch 


bars. 

The LEAD-ALL Box Bar combines high 
quality and low cost. 

Lead-All Bars are packed in cartons of 100 
sets to a carton. Lath holders and clips always 
go with bars. 

Lead-All Bars are the only bars packed in 
cartons. 


Approved by the Underwriters. 











These are the rea- 


Toledo, Ohio 





How to Get Five Figure 
Orders 


(Continued from Page 7) 


the single order. Electrical jobbers 
can get this kind of business because 
they have done so. Owners will 
equip apartment buildings with elec- 
tric ranges because they have done 
so and are doing it in increasing 
numbers. 

Who among the readers of this 
magazine would care for a $25,000 
order? No need to answer. 

Jobbers who have been successful 
in selling apartment house range in- 

















Built-in type of electric range manu- 
factured by the Standard Electric Stove 
Co., Toledo, O., popular for apartment 
house installation. Nothing in _ this 
kitchen under or behind which dirt can 
accumulate—a “legless” kitchen. 


stallations have found that the meth- 
od of procedure is about as outlined 
by Mr. Lafferty. It is necessary to 
get in on the ground floor, as soon as 
news of the projected building is ob- 
tainable. 

First, the architect must be ap- 
proached. In the case of most prod- 
ucts the path through the architect 
has not been found an easy one. But 
in that of the electric range installa- 
tion, the architect is much more 
easily interested, at this stage at 
least. Apartment houses equipped 
throughout with electric ranges are 
as yet unusual. The architect is 
qualified to discern the merit of the 
range, sees its advantages to the 
client and the possibilities for him- 
self. There are few ways in which 
the ethical architect can secure pub- 
licity. To design an electric range 
apartment is something different— 
something new. It will be more or 
less of a seven-day wonder in its lo- 
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cality. Properly installed it will 
create much favorable comment and 
add more value to the good will of 
his business, than would come to him 
in specifying any type of gas range, 
or almost any other type of general 
electrical equipment, however relia- 
ble and reputable, but, well-known in 
the every-day sense. 

With the architect interested, the 
next step is to bring in the owner of 
the proposed building, so that the 
advantages of the electrically 
equipped building may be impressed 
upon him. These are many from the 
owner's standpoint—the added rent- 





ing value of his building to the class © 
of tenants he is desirous of securing, , 


through the economy, 
safety and convenience of the appli- 
ance. Also, the salesman must be 
prepared with data to combat the 
more or less habitual objection to the 
“high-cost-of-current-and-the-people- 
won’t-pay wail.” It is a habit, this 
wail, and it is painful to say, though 
true, that men who make their living 
in the ‘electrical industry wail as 
loudly as the next one. If a man 
making $2,000 or $3,000 a year can 
have a motor and go out after supper 
and reel off 40 miles and consume 
one or two dollars’ worth of gas, oil, 
tires, and up-keep charges, why can 
he not afford the advantages of an 














“We don’t know where we’re going, but 


” 


we’re on our way,” may or may not have 
been the thought of W. W. (“Cupid”) 
Merrill, of the Chicago Fuse Mfg. Co., and 
Clarke Methot, of the Manhattan Elec- 
trical Supply Co., Chicago, when this 
‘foto” was taken. “Cupid” must have 
known that he was destined for the con- 
duit fittings business because—note the 
“Unilet” on his head. From Methot’s ex- 
pression, the impression is gained that “a 
good time was had by all.” 





cleanliness, ' 
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New Guide to Correct 
Fittings Just Off 
the Press 


The new Appleton catalogue is now ready for distribution. It is 
much larger than ever before, listing new “Unilets” and bringing into 
compact ready-reference form all of the information which contractor, 
dealer or user of “Unilets” will need for any wiring job. 


Standardizing on “Unilets” for every conduit installation means a 
greatly increased saving and the assurance of a better wiring job. Their 
pressed steel construction gives added strength, permits greater wiring 
space and saves time in handling. 

If you haven’t a copy of the big new Appleton Catalogue ask the 
“Unilet” salesman who calls on his next trip or write us and a copy 
will be sent at once. P 


APPLETON ELECTRIC COMPANY 
1708 Wellington Ave., at Paulina 
CHICAGO, ILL. 








“GNILETS” 


REG.US PAT. OFF. 
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The 

Kit That Sells 

The Fastest 

Is the One That’s 
Best To Sell - - - - 


N OTHING proves a point more em- 

phatically than performance. Noth- 
ing sucéceeds like success. The fastest 
selling brush kit on the market must 
have superior qualities to gain distinc- 


BRUSH 


OHIO “airs 


are ranked the foremost brush kit 
because dealers everywhere prefer this 
handy assortment for its ease in hand- 
ling—no whittling of brush necks—the 
quality of the brushes and springs—the 
popular selection of types. 


OH 


10 CARBON BRUSHp« 





No. | Kit. No. 2 Kit. 
300 Brushes, 150 Brushes, 
120 Springs. 60 Springs. 
Price, $15,30 Price, $8.50 


CAN YOU INTEREST 
YOUR TRADE IN 
MAKING 400% PROFIT 


Sales Managers and Salesmen! 


We are advertising in popular trade maga- 
zines and employing direct-mail advertising 
to tell dealers about our kits. You can feel 
confident they know something about these 
kits before you call. The 400% profit story 
is appealing. Why not pick up the ready 
orders ? 


OHIO CARBON CO. 


8214 Almira Ave., Cleveland, O. 








These Representatives Will Serve You. 
Baltimore, Md. Kansas City, Mo. 
Benedict S. Berman C. M. Clifton 

1035 Cathedral St. 505 Railway Exchange 
Boston, Mass. Bldg. 
A. F. McCarthy 
65 Oliver St. A. W. Arlin 
Cincinnati, Ohio 519 Delta Bldg. 
Jas. R. Jordan, Jr, Milwaukee, Wis. 
217 East Third St. Ohio Carbon Co. 
Chicago, im. 439 15th Ave. 
Royal A. Stemm Minneapolis, Minn. 
1311 Steger Bldg. A. J. Pyle 

28 E. Jackson Blvd. 2457 Lyndale Ave., 8. 
New York, N. Y. 


Thomas J. Crofton 
280 Broadway 


Los Angeles, Cal. 


Dallas, Texas 


5 Roos Building, 
Elm & Akard Sts. 


Detroit, Mich. Statesville, N. C. 
A. J. Fisk H. D. Quarles, 
4835 Woodward Ave. 113 S. Patterson St. 
Evansville, Ind. St. Louis, Mo. 

F. W. Sieffert L. B. Jaques 





319 Sycamore St. 5553 Vernon Ave, 
lowa S‘ate Representative: 


Leonard ©. Kohn, 2019 Farnum St, 
Omaha, Nebr, 











electric range equipped apartment, 
even at four or five dollars a month 
in excess of the cost of gas? Strange 
as it may seem to the wailers he can 
afford it. And he does afford it and 
like it when given the opportunity. 
Electric range equipped apartments 
do not go begging. They are de- 
sired and appreciated. 

Elaborate investigations have been 
made, monographs, books, libraries 
have been printed, conventions have 
been shaken to their foundations, in 
erder to prove that it costs some- 
where between $4.06 and 90,000,000 
roubles a month to electrically cook 
for an average family of two adults, 
two flappers and one bottle baby, 
depending upon appetite, current 
rate, etc. And therefore many 
people say that this will break the 
average family, and that not many 
ranges can be sold for apartment 
buildings unless there is a current 
rate of at most no more than one cent 
a kilowatt hour. In the meantime 
Fred Lafferty, and Holt, and 
Schwartz and others are out selling 
ranges for this class of work—10, 20 
40 thousand dollars at a stroke. 

Now this class of range business 
is here. It is in its infancy, and is 
just about to grow very fast and very 
big. And it is eventually going to 
be corralled by the manufacturers di- 
rect, by the central stations, by the 
electrical jobbers, by hardware job- 
bers, by stove men, ship chandlers, or 
somebody. It would seem that some 
electrical jobbers have made a fair 
start, and if they so desired might be 
the chief distributing factors. 


‘Food for Thought 


The first flush push button switches 
were frequently mistaken for auto- 
matic gas keys—the idea of one light 
and one dark button being first used 
in electric gas lighting. 

* * *# 


The first incandescent lamps had 
enough platinum in them to make a 
jeweler jealous. With the advance- 
ment of the art of lamp making, the 
length and thickness of the piece of 
platinum wire has gradually de- 
creased. 

* i 

Sea water is not a good substitute 
for sal ammoniac for recharging car- 
bon cylinder batteries, even if it will 
make a bell ring. We, however, knew 
one man who used it until he got too 
lazy to go to the beach after it. 

o. = 

Chas. Hewitt is an electrician whose 
experiences go back to the invention 
of the electric annunciator. He was 
once threatened with arrest as a 
nuisance because of a crowd he at- 
tracted at 4th and Chestnut streets, 
Philadelphia, about the year 1869, 
with a “tremolo,” now known as an 
electric bell. The police made him 
stop ringing his electric bell because 
the people blocked the street. He in- 
stalled a watchman’s clock system in a 
Philadelphia bank on North 6th street, 
using gravity battery cells. He told 
the president of the bank to recharge 
the batteries with blue stone when ex- 
hausted. Some time afterwards the 
system was out of order, because some 
marble-yard chippings of a_ bluish 








LJ * 
—_i_i_© 2 __9 es kd 


This group comprises the First Platoon, Western Electric Co., Dallas, Texas. The 
men, left to right, are: J. E. Coads; C. G. Matthews; G. L. Chesnut 








= Ay. 


(lay off, lay 


off!) ; L. Schneider; B. C, Rockwell of King Mfg. Co., St. Joseph, Mo.; C. J. Holmes; 


A. F. Hamm, and J. E. House. 


Everett; Ruth Boland; Roma Neel, Cashier, and “Willie” Nuckolls. 





In the chorus, left to right: 


Misses Cora Bell 
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THE EMF ELECTRICAL YEAR BOOK 
FILLS A LONG FELT NEED IN THE 
INDUSTRY—THAT’S WHY IT IS IN 
CONSTANT USE BY OVER 8500 OF 
THEMOST PROMINENT PURCHASERS 
OF ELECTRICAL PRODUCTS. 


Here Is What It Contains 


Pages of Text - - - - 1,029 
(a) Number of classified products - - - - 3,154 
(b) Number of definitions - - - - - 2,460 
(c) Number of encyclopedic entries - - - 500 
(d) Manufacturers listings under products’ - - 45,867 
(e) Company entries - - - - - - 6,578 
(f) Trade name entries - - - - - - 6,767 
(g) Cross references - - - - - - 3,286 





a. Every conceivable electrical and closely allied product is clearly defined. 
b. These definitions are of technical words and terms and are in addition to 
the definitions of manufactured products. c. Facts, figures and historical data 
regarding all electrical activities and developments. d. An unbiased list of 
manufacturers is given for each of the 3154 products listed. e. This consti- 
tutes the only directory of manufacturers in existence. f. All trade names 
used in the industry with information about the product and the manufacturer. 
g. This makes it easy to find any desired information regardless of under 
what heading it is sought. 








ELECTRICAL TRADE PUBLISHING CO. 


53 W. Jackson Blvd. 


Cleveland, 


New York City, Boston, 


Chicago, III. 
Les Angeles, 


603 Marshall Bldg. 280 Madison Ave. 360 Riverway 764 East Ave., 43 






























THE JOBBER’S BJSaALESMAN 














Circle (S )Meter Switches 


TRADE 





MARK 
(Reg. U. S. Patent Office) 





Approved and Adopted by the Leading Power 
Companies. Made in All Sizes and Types. 


DESCRIPTIVE MATTER ON REQUEST 


S. SCHMUKLER & SON 
2nd & Bainbridge Streets Philadelphia, Pa. 
GENERAL SALES AGENTS 


Manufacturers’ Distributing Co. 
291 Broadway New York, N. Y. 














Bear this equation in mind. In 
you is vested the responsibility of 
purchasing profitably, wisely and 
correctly for your customers. 
When you Buy and Sell on E. T. 
L. Test Reports, you discharge 
your every obligation well. 


color were used in place of the chemi- 
cal blue stone. 

A now well-known switch manufac- 
turer worked for the old T.-H. Co. 
and did some of the very first arc light 
wiring with bare wire and staples. 
One manager of a factory he wired 
told him he could not expect electricity 
to flow over a wire which was choked 
every few feet by a staple. When he 
had to take the wires down, because 
of wet floors and numerous grounds, 
the manager said: “I told you so. 
You are. not as smart as you think you 
are. A little common knowledge of 
the science of electricity would help 
you some, young man.” Any one who 
has the pleasure of knowing the switch 
maker can relish the above, because he 
has always been in the front ranks. 

Frank H. Stewart’s museum of elec- 
trical curios contains a letter written 
by a captain of industry of the elec- 
trical business, in which he says he 
owes a certain man two dollars, which 
he would like to pay but can’t. The 
letter is twenty-three years old. 

* > .-* 


Each manufacturer of iron conduit 
used to have a special thread, and each 
manufacturer of inclosed fuses used to 
have special designs and lengths. 
Standardization of these things has 
helped the electrical industry im- 
mensely. 

* 4 @ 


Until a few years ago, there was a 
maker of glass articles on the west 
side of Seventh street, just below Fil- 
bert, in Philadelphia, who once 
worked for Maxim, and he told the 
writer of these lines that it used to 
take him a whole day to make one 
complete incandescent lamp. 































“If the other fellow 


can you can-because 
to the other fellow 
you are the other 
fellow” 
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It’s Perfect! 


Note the new way of 
-assembling the 


BULL DOG 
KNOB 


Made and Sold Under 
License United States 
Patent, Feb. 3, 1920 


The placing of the 
central bushing on the 
cap instead of the base, 
places it in a class by 
itself. 


You will be safe in 
recommending this 
knob and all of our 


products to your cus- 
tomers. Write us for 
any further informa- 
tion desired. 


Illinois Electric 
Porcelain Co. 


Macomb, IIl. 





























Putting the Label on 
John Doe 


(Continued from Page 24) 

After all, it simmers down pretty 
much to this: Try to have some 
definite plan of attack in each case 
and then when you get ready to 
plunge watch your take off. 

Wanting some time-tried and first- 
hand ideas on this subject of sizing 
up prospects, I discussed the subject 
with an old salesman of many years’ 
successful experience. What he said 
was not in any sense new, being in 
effect what might be termed the law 
upon such matters. But, like many 
other things, it will stand repetition. 

“Now it has always seemed to me,” 
he began, “that this business of sell- 
ing something or other to somebody 
has a parallel in the work of doping 
out the program for tunneling a hill 
and laying track. From the distance 
the hill looks just like any other hill, 
but you cannot tell actually until you 
investigate a bit. It may be almost 
solid rock, or just a mass of dirt; or 
again, it may be honeycombed with 
great crevices and caves likely to en- 
danger the lives of the workers at 
every step. Now no engineer that 
knows his business would presume to 
say in advance just how that job is 
to be done. Until Mr. Engineer 
knows what’s what about that hill he 

(Turn to Page 83.) 














Thomas A. Edison recently visited his 
old shop on 15th Street, New York, and 
looked over the scenes of his first experi- 
ments. He also secured a fine comparison 
of-the old and new in machinery by having 
his photograph taken in the old fashioned 
automobile that Mendel built when Edison 
first started his experiments with the elec- 
tric light system more than 40 years ago. 
—International. 





Retail $15.00 
Color-lite $3.50 


Dealers Are Selling 
Flood-o-lite, Jr., 


the latest thing in interior flood-light- 
ing, for display lighting in automobile 
showrooms, stores, display windows, 
cafes, dance floors and many other 
places where a brilliant, well-diffused or 
closely concentrated light is required. 
Dealers like Flood-O-Lite, Jr., because 
merchants everywhere appreciate its 
value on demonstration and purchase it 
gladly. 


The dealer places Flood-O-Lite, Jr., un- 
der his arm, steps into a store and a 
demonstration makes the sale. Carson, 
Pirie, Scott & Co. use 70 Flood-O-Lite, 
Jrs., in their display windows. 








Flood-O-Lite, Jr., comes well-packed 
in a sealed carton which makes stock- 
ing easy and insures delivery of the 
unit in perfect condition. Jobbers, 
dealers and users like this feature. Line 
your salesmen up for some good busi- 
ness pushing Flood-O-Lite, Jr., to 
dealers. Write for information on this 
profitable line. y 


Reflector & Illuminating Co. 
575 W. Washington St. - Chicago 
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Putting Radio on a Firm Basis 


The Jobber Is Placed in the Keystone Position and the Jobber’ s Salesman 





Made a Responsible Party to the Successful Evolution of the Business 


OTENTIAL energy is 

stored up—held in suspense 
waiting to exert its force and do 
work—but before effective work can 
be realized from potential energy, 
the body in which it is stored must 
be set in motion. What better analogy 
than this can we have of the position 
occupied by radio today? 


energy 


In the millions of families living 
in these United States is stored up 
an infinite amount of energy, in the 
form of desire, and but little effort 
is necessary to set this desire into 
motion and create a permanent and 
profitable field for the radio manu- 
facturer, jobber and dealer. This 
energy, once in motion, as it is now, 
will never stop, but its effective work 
can, and has in some cases, been 
seriously effected by the lack of con- 
certed harmony between those three 
important factors—the manufacturer, 
the jobber and the dealer. Force 
need not necessarily be supplied to 
aid in the evolution of the radio 
merchandising field, toward a firm and 
healthy basis, but resistance on the 
part of any one of the factors will 
certainly retard its movement toward 
such an end. The more important 
element to be considered in the evolu- 
tion of this wonderful business is 
Time, and a methodical and con- 
structive programme of building on 
the part of each influencing factor. 

The jobber is undoubtedly placed 
at the keystone position of the com- 
bination formed by the manufacturer, 
jobber and dealer. The radio jobber 
who is to be one of the factors in 
the future radio field is the one who 
is carefully laying plans for the care- 


By THOS. A. WHITE 


Sales Engineer, Magnavox Co. 


ful and methodical organization of his 
dealers and territory. He is establish- 
ing, supporting and educating worth- 
while prospective dealers in every 
community who will eventually bring 


——— 





Thos. A. White 


about a level and profitable distribu- 
tion of radio apparatus all over his 
territory. He realizes that only 
through the channels of a carefully 
selected and relatively small dealer 
clientele can he bring about such a 
successful business and he does not at- 
tempt to make a radio dealer out of 
every merchant or radio amateur in 
the towns in which he calls. 


The first step that can be taken by 
the radio jobber, towards the ultimate, 
stable and profitable merchandising of 
radio, is carefully to select his deal- 
Once they are appointed, the 


ers. 





entire force of the jobber’s selling 
and service resources must be thrown 
behind these dealers. The jobber’s 
stock itself should, of course, include 
the smallest possible number of differ- 
ent lines of nationally advertised and 
serviced apparatus. A dealer with 
too many conflicting lines on _ his 
shelves is sure to lose many a sale, 
and certainly the jobber should set 
an example for him by representing 
only those lines with a known reputa- 
tion and avoid the accumulation in 
his stock of a number of conflicting 
lines and miscellaneous equipment 
which he must dump on the territory 
to avoid a sudden loss. 


When the radio jobber has cleared 
his stock of miscellaneous and unre- 
liable apparatus, and it has, in turn, 
been absorbed, leaving the dealers’ 
shelves clear, one of the greatest dis- 
turbing elements will have been elim- 
inated. The existence of this appar- 
atus made the opening for the op- 
portunist dealer, and his subsequent 
disorderly and demoralizing cut-price 
sales, and other unethical activities. 
These dealers must be discouraged, 
and they will be as the jobber ceases 
to serve them and they become un- 
able to obtain standard apparatus to 
advertise as a bait influencing the 
public into their stores so that they 
may sell them some unreliable article. 
They cannot then survive on the 
demand they are able to find, and they 
will automatically become orderly and 
reliable dealers or go out of the busi- 
ness. These dealers today are not 
existing on the profits of reliable 
goods which they advertise at ridicu- 

(Turn to Page 79) 
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The Most Efficient Compact Inductance Ever Used in Radio 


¢ 








Interchangeable 
with all 
Coil Mountings 


NS Y, 


Use Giblin-Remler Coils for 


receiving over the entire range of broad- 
cast wave lengths— 
228-546 METERS 


HERE are two reasons why Giblin-Remler Coils constitute the very best system of 
broadcast reception under the new assignment of wave lengths for broadcasting sta- 
tions ranging from 248 to 546 meters. First: The coil is so designed as to have maximum 
inductance, minimum distributed capacity, and minimum high-frequency resistance for a 
given number of turns. These are the three features most essential to obtain maximum 
signal strength and maximum selectivity. 




















Second: It is pos- 
sible, by the use of 
the accompanying 
table, to select a sin- 
gle set of coils for 
use with condensers 
of .001 mfd. capac- 
ity, that will effici- 
ently cover this en- 
tire range of broad- 
cast wave lengths. 





gth 
Accu- 





and Number of 
urns, Mounted 

Accuracy 1%. 
Wave Length 

Range in Meters 

Condenser 

1 max. and 

equency 
Resistance in 
Ohms at Wave 
Length shown. 


High Fr 





pe and Number of 
rns, Unmounted 
-00004 mfd. min. 


Price, Mounted 


usin 


of . 





in micro-micro-far- 


ads, 





Price, Unmounted 
Inductance in Milli- 

henrys at 1000 cycles 

Accuracy 4%. 
Natural Wave Len 
DistributedCapacity, 


in Meters, 
racy 4% 
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Furthermore, the 
use of Giblin-Rem- 
ler Coils insures 
greatest possible 
flexibility. By 
— merely changing 

one or more of the 
vend coils your set may 
RG1500U 23800 be made to cover 


These tests have been made by Robert F. Field of Cruft High Tension Electrical Labora- any desired range 
tory, Harvard University, Cambridge, Mass. 2 
of wave lengths. 


REMLER RADIO MANUFACTURING COMPANY 


Factory and Home Office: 248 First Street, San Francisco, Cal. Eastern Sales Office: Chicago, ii 
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Magnavox 
Products 


AKE it a point on 

your next trip to 
build up a volume of 
business on the Mag- 
navox Power Ampli- 
fier Model C. This 
Magnavox product, 
like the famous Mag- 
navox Reproducer, has 
unique selling points 
that assure it of a large 
and profitable market 


The ideal Radio receiv- 
ing installation, in fact, 
consists of “‘any good tuner 
and detector unit equipped 


with the Magnavox Power’ 


Amplifier and Magnavox 
Reproducer.”’ 


For full information 
about our Sales Service for 
the retail Radio trade,write 
for copy of our publica- 
tion, The Magnavox. 


Magnavox R2 Reprodu- 
cer and 2 stage Power 
Amplifier (as illustrated) 

$115.00 


R2 Magnavox Reprodu- 
cer with 18-inch curvex 
’ horn: the utmost in am- 
plifying power; requires 
only .6 of an ampere for 
the field . . . . $60.00 


R3 Magnavox Reprodu- 
cer with 14-inch curvex 
horn: ideal for homes, 
offices, etc. . . . $35.00 


Model C Magnavox Pow- 
er Amplifier insures get- 
ting the largest possible 
power input for your 
Magnavox Reproducer. 


AC-2-C, 2-stage, $55.00 
AC-3-C, 3-stage, $75.00 


Advertisement below appears in more than 7 millions | 
of circulation this month. 


~ 




















| Llelping to Keep — 
ayrat Homes’ ha pps. 


D 


ADIO has banished that dull, lonely 


£ D evening idea once and: for all—the 
caren “stay-at-home” nowadays can choose his 

ri a ®, own brand of entertainment from a number 
ANS il NY | of programs practically every hour. 


But a Radio set is only as good as its 
reproducer — make sure you have the 
Magnavox (electro-dynamic) Reproducer 
Supreme. 


Magnavox products can be had of good dealers 
everywhere. Send for copy of unusual booklet. 


The Magnavox Co., Oakland, California 
New York: 370 Seventh Avenue 


TAGNAVOX 
Radio 


he eproducer Supreme 
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New Radio Products, Illustrated 








The new cord for the “Brandes” 
matched tone superior headsets is a 
decided improvement over the old 
way of terminating the cord at the 
receiver end and attaching it to the 
binding post. It is provided with a 
lock terminal that prevents it from 
twisting backward and forward 
under the lock nut, and prevents the 
terminal from slipping out of the 
binding post while the headset is 
being adjusted to the head and while 
in use. The terminal is made of 
sheet phosphor bronze. With the 
new terminal the tinsel cord is both 
clamped and soldered under the first 
lug on the-terminal; the second lug 
is clamped tightly around the woven 
insulator covering. This removes all 
strain from the tinsel conducting 
cord and keeps the braid from slip- 
ping back and exposing the tinsel. 
The device is manufactured by C. 
Brandes, Inc., 287 Lafayette street, 
New York City. 





Here we have featured the 
closed case “Radio-Rubr’ wire- 
less “A” battery, built especially 
for radio requirements, to be 
used for tube filament circuit. 
or for operation of microphone 
transmitter and other purposes 
where six volts are required. 
Plate elements are assembled by 
special “Radio-Rubr” processes 
using the highest development 
in radio batteries. Each cell is 
sealed as an individual 2-volt 
unit and isolated between cells 
to prevent internal noises. It 
is built in mahogany finished 
case with cover and outside con- 
nections, and is manufactured 
by the Heiman Bros. Battery 
Co., 2012 Lecust street, St. 
Louis. 








The Cutler-Hammer Mfg. Co., 
Milwaukee, Wis., has developed 
a variable resistance of 25 ohms 
for use with standard rheostats 
now on existing apparatus. - It 
is not necessary to remove the 
rheostat on your set; simply 
unscrew the binding nut from 
one terminal, remove wire and 
slip eyelet of C-H_ resistance 
unit over the binding post. Re- 
place nut, tighten and fasten 
loose wire to binding post on 
slider of C-H unit. Switch on 
the “A” battery, move the slider 
to the best operating point and 
use rheostat in the usual way. 














A super-sensitive 
receiver responding 
to the faintest sig- 
nals on crystal as 
well as vacuum 
tube detectors, and 
designed specially 
for radio telephony 
and telegraphy, is 
being featured by 
the Teleradio Engi- 
neering Corp., 484 
Broome street, 
New York City. It 
is light in weight 
and constructed to 
withstand hard us- 


age. 














One outstanding characteris- 
tic of the “No. 5011” radio fre- 
quency transformer is a tuned 
transformer for use in stand- 
ard radio frequency, reflex and 
Neutrodyne circuits. It is made 
of mahogany colored bakelite 
with all metal parts nickel fin- 
ished, and equipped for panel 
mounting. It is being offered 
by the Dayton Fan & Motor 
Co., Dayton, Ohio. 











A number of features of the vari- 
able condenser placed on the market 
by the Eisemann Magneto Corp., 
Brooklyn, N. Y., are: the concave dial 
and bar control conforming in appear- 
ance with all other. Eisemann radio 
units; necessity for use of shielding 
back of panel eliminated; vernier plate 
controlled by knob nested within the 
control bar; the use of accurately 
gauged hard drawn aluminum plates 
firmly supported insuring a uniform 
air gap; end plates made of sheet con- 
densite celeron’ giving mechanical 
strength and eliminating possibility of 
warping; main shaft resting in metal 
bearings front and rear assuring 
proper alignment and smooth rotation 
for an unlimited period of time; ten- 
sion spring provided for adjusting 
the friction of the rotating plates. 



































































































6 THE JOBBER’S[AJSALESMAN 











New Radio Products, Illustrated 








The Thresher Radio & Machine Corp., Newark, N. J., has 
placed on the market a vernier rheostat of rigid construction. 
The fiber wire support is adjustable by means of a threaded 
lug, as shown in the illustration. 








The detector unit manufactured by the Eiseman Magneto 
Corp., Brooklyn, N. Y., consists of a tube socket, rheostat, 
and the mounting for the grid condenser and grid leak, all 
assembled on a single base, ready to mount in the tuner. 
The unit is completely wired and is provided with binding 
posts for connecting the grid, plate and filament of vacuum 
tube into the receiving circuit. The amplifier unit is a 
single-stage amplifier, completely wired and mounted in the 
same manner as the detector unit. It carries a_ socket, 
rheostat and audio frequency amplifying transformer, all 
mounted on a common base. Binding posts are provided for 
all connections, and the terminals are so located that the 
inter-stage wiring unit is used for a multi-stage amplifier. 








The Kiltzen “Model 525” set which is being featured by 
the Klitzen Radio Mfg. Co., Racine, Wis., consists of a 
regenerative tuner, detector and two-stage amplifier, all con- 
tained in one cabinet. The set has been licensed under the 
Armstrong patents and is controlled solely by one adjust- 
ment. A wide range of wave lengths can be satisfactorily 
received, it is stated, with clearness and audibility. The 
set has been carefully tested for the reception of actual 
radiophone broadcasting and carries a guarantee to operate 
in a satisfactory manner when properly installed. Special 
attention has been given to the quality of parts and to the 
workmanship entering into its construction. Its outstand- 
ing feature is simplicity. 





The Allen-Bradley Co., Mil- 
waukee, Wis., has placed on the 
market a new model of the well- 
known “Bradleystat” which can 
be used with all detector and 
amplifier tubes. The new model, 
known as the “Universal Brad- 
leystat” with three terminals, 
provides extremely wide range 
of control in three ranges obtain- 
able by using the proper pair of 
terminal connections. By means 
of the new “Universal Bradley- 
stat,” radio enthusiastics can use 
one rheostat for all tubes and 
enjoy the same wide range of 
stepless, noiseless, control which 
the older “Bradleystat” models 
provided for a limited number of 
tubes. The use of scientifically- 
treated disks enables the com- 
pany to guarantee the device to 
give perfect filament control. 








Remarkable for clarity 
and volume of tone is the 
“Bel-Canto” loud speaker 
developed by the Bel-Canto 
Corp., 417 East 34th Street, 
New York City. It repro- 
duces perfectly and without 
distortion and comes fully 
equipped with a special ex- 
tra sensitive loud speaking 
unit and ample cord. The 
“Bel-Canto” is constructed 
of split Rattan reed and 
metal in conformity to every 
known principle of accustics. 
The sound is purified in a 
specially made chamber. 











A 30-ohm rheostat is being manufactured by the Cutler- 
Hammer Mfg. Co., Milwaukee, Wis., particularly adapted to 
the use of the new \4,-ampere tubes. The new rheostat is 
variable over its entire’ range of from 0 to 30 ohms, and is 
easy and convenient to mount and connect. The contact 
finger rides smoothly over the resistance and the rheostat 
is noiseless in operation. It will do all that the 6-ohm rheo- 
stat will do and besides has the ohmic capacity to handle the 
new tubes. It is packed in an individual carton with a 
mounting template enclosed. The 14,-ampere receiving tubes 
are efficient in operation and econemical of current. 
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Bigger Fan Profits This Year 


their fan business and standardize on Dayton Fans. 


There are 102 different Dayton Fans and each one is easy to sell. 


There is a unique window display for Dayton Fans this year and many 
other valuable Dealers’ Selling Helps. Dayton Fans are well known and your 
Dealers have been selling Day-Fan Radio apparatus. There is a liberal discount 
for both Jobber and_ Dealer. 


Ask for your copy of 
Pro-FAN-ity 
and 
Push Your Fan Sales 





The Dayton Fan & Motor Co. 


Factory & General Offices 


Dayton, Ohio 
Established 1889 


| —2 7 rt 
Y OUR Dealers can make a bigger profit this year if you help them push 


DAYTON MOTORS DAY-FAN RADIO 
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pigs the panel at the top of 
this page are illustrated 
three extremely popular 
items of Frost - Radio 


Apparatus. 

At <the top, the No. 139 
Frost-Radio Cord Tip Plug. 
Here’s a plug you can tell 
your customers a lot about. 
It is the smallest, neatest 
plug made. It retails for 60c. 
Every detail about its con- 
struction is exactly right. 
We have yet toseearadio fan 
who wasn’t delighted withit. 
In the cen- 
ter is shown 
a No. 131 
Frost-Radio 
Double Cir- 
cuit Jack. 
The list on 
this is 90c. 
Frame is 
best electric 
brass, nickel 
plated and 
hand buffed. 
Insulation 
is Formica. 
Springs, contacts, sleeve, and all 
other parts subjected to wear are 
extra durable. 

The lower illustration isthe famous 
Frost-Radio Multiphone Plug. It 
takes four pairs of head fones, 
or less, and enables the family to 
listen in. A great stimulator of 
head fone sales. List price, $2.50. 


Talk Frost-Radio over with your 
dealer-customers and secure their 
orders for this popular line. 
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Science Provides Modern Ally 
for Film Director 


Handling the vast crowds of a mo- 
tion picture spectacle, involving the 
minute direction of thousands of “‘ex- 
tras” in mob scenes, has been reduced 
from one of the gravest problems that 
confront the film producer to one of 
the simplest operations in his hectic 
calling. The microphone and loud- 
speaking telephone, operated by power 
amplifiers, have cut away with one 
sweep the bonds that once held him to 
days of. painstaking rehearsals, and 
disappointing fiascos that one time 
cost thousands of feet of spoiled nega- 
tives. 


The most perfect example of what 
amplifiers can do for the picture 
producer is seen in the production 
of ‘““The Hunchback of Notre Dame,” 
superproduction being filmed at Uni- 
versal City. Its cast of nearly 5,000 
people, working in, a setting that 
covers more than nine acres, is per- 
fectly directed by the most complete 
installation of its kind ‘ever devised 
for such work. ; 

The basis of the system is a West- 
ern Electric No. 2 public address sys- 
tem. To adapt it for use on a film 
set, various special features have been 
added to it. 

Two boards control the apparatus. 
One, the power control, handles the 
current, generated by a motor-gene- 
rator installed in the building that 
houses the boards, and actuated from 








the 110 volt line current on the pren- 
ises. The plate voltage is 350 and 
the filament 18. 

Eight transmitters were supplied 
with the system, usable at any point 
in the big setting. By means of a 
control switch in the switchboard 
house the director can be connected 
to any point at once. In the control 
room is a monitor horn, by which tlic 
operator can instantly detect the con- 
dition of the apparatus, and 12 West- 
ern Electric 6A horns, connectable in 
multiple, are distributed at the im- 
portant points. 

The uses of the set on the picture 
lot are manifold. Most important of 
course is the work of directing the 
mob scenes, one director in the tower 
overlooking the action being able in- 
stantly to direct any part of the 
crowd. It is also used similarly for 
paging players on the big lot. The 
“inspirational music,” a valued ad- 
junct to acting for films, is also broad- 
casted for the crowds of players over 
the apparatus. 

The entire installation cost in the 
neighborhood of $7,000 and in sav- 
ings has paid for itself many times 
over. The picture is the largest ever 
filmed. Seventy-five principals, all 
standard film players such as Patsy 
Ruth Miller, who plays “Esmerlada” 
to Chaney’s “Quasimodo,” Norman 
Kerry, Tully Marshall, Kate Lester, 
Eulalie Jensen and Ernest Torrence, 
are augmented by a vast army of ex- 
tras, so it can be seen that any saving 











Wallace Worsley using Western Electric voice amplifier to direct 5000 actors 
appearing in scenes of “The Hunchback of Notre Dame” now being filmed in 


Universal City. 
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of time, even in moments, means big 
sums of money. 

The installation was made by 
loward B. Santee, Western Electric 
«ngineer who came from New York 
for the work; Major Nathan Levin- 
.on, Western Electric amplification 
specialist and G. E, Anderson, engi- 
neer for the Pacific Telephone Co., 
los Angeles district, assisted by the 
Universal City electrical department 
staff. 





Putting Radio on a Firm 
Basis 
(Continued from Page 72) 


lously low prices but rather on the 
large profit which they do realize on 
the unreliable goods they sell on the 
strength of attractive advertising. 

As a missionary from the jobber 
to the dealer, the jobber salesman be- 
comes a most, important factor and a 
responsible party to the successful 
evolution of the radio business. Near- 
ly all of the constructive work which 
the jobber expects to carry on in the 
territory must be done through the 
salesman in that territory. This man, 
then, has had hewn for him a very 
important niche and if he has not 


stepped into it he has erred consider- | 


ably. The successful jobber salesman 
today is realizing more and more the 
intense competition existing in the 
field of regular supplies. He knows 
that it isn’t the items that his pros- 
spective customer has written in his 
“Want” book that gives him his daily 
profit. A jobber salesman today 
must sell specialties to his dealers, 
both for his own good and the deal- 
er’s, and certainly radio offers the 
most interesting specialty field he 
might hope to work in. 

The technical nature of radio ap- 
paratus has, in probably an appreci- 
able number of cases, served to 
frighten the salesman away from the 
commercial possibilities it has for him. 
He has become frightened at the 
prospect of intelligently understand- 
ing the fundamental principles of an 
irticle, the theory of which has be- 
come a subject of common discussion 
umong the great American public 
The apparatus is being successfully 
operated by the layman everywhere, 
including housewives, and bids fair to 
oon become a part of every house- 
‘old in the United States. Surely 
‘he present-day jobber salesman can 
ssimilate enough fundamental knowl- 











Kellogg Radio Equipment 
for Better Results 


HEAD SETS 


Increased volume, unusual clarity, long 
distance receiving, are some of the rea- 
sons for the rapid growing popularity of 
Kellogg head sets. 


Your receiving set is not complete 
without a Kellogg No. 69A head set. A 
few minutes listening-in will convince you 
of its merits. 





The band, too, is especially adaptable 

No. 69A and the simple receiver holders, which are 
held in place on the lower part of the head band by the spring 
tension of the metal, can be instantly adjusted so as to place the 
receivers over the ears for the best hearing. 


No. 69A. Head Set 2400 ohms, each............................ $10.00 
No. 74A. Head Set 1000 ohms, each............................ 5.00 


VARIABLE CONDENSERS 


The Kellogg variable condenser is a 
real condenser in every sense of the 
word. Takes the uncertainty out of 
tuning. 


Note the size and construction of the 
plates, the method of mounting, the 
Bakelite ends. All have a direct bear- 





No. 605 
ing on your satisfaction with radio. 


This Kellogg condenser is of decremeter type. 


Kellogg condensers are furnished with or without vernier, in 
11, 23, and 43 plate sizes. 


With this variable condenser the dial scale can be correctly 
calibrated. The amount of increase or decrease of the plate sur- 
face variation is always constant. 


List, each 


No. 601. 11 plate with 5 plate Vernier. Knob—4” Dial..$6.75 
No. 602. 11 plate without Vernier. Less Knob and Dial.... 4.50 
No. 603. 23 plate with 5 plate Vernier. Knob—4” Dial.. 7.75 
No. 604. 23 plate without Vernier. Less Knob and Dial.. 5. 
No. 605. 43 plate with 5 plate Vernier. Knob—4” Dial.. 8. 
No. 606. 43 plate without Vernier. Less Knob and Dial.. 6. 


Sas 


Kellogg variocouplers, variometers, diamond wound coils, 
rheostats, transformers, dials, tube sockets, jacks, plugs, cords, 
etc., are of the highest grade and produce definite results. 


KELLOGG SWITCHBOARD & SUPPLY COMPANY 
Adams and Aberdeen Sts. 


CHICAGO, ILLINOIS 


KANSAS CITY SAN FRANCISCO PORTLAND 


COLUMBUS 
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This “UNITED” Audio 
Frequency Amplifying 
Transformer 


Approaches Your 100% Ideal 


Is a necessary part of any set that shall 
bring in signals from any distance, clear, 
strong, free from whistling or howls, 
and, is so recognized in the trade. 


Magnetically shielded in a shell of our own 
design. Ratio5tol. Retail Price $4.50. 


‘ee Variable Condensers 


are designed for maximum efficiency and 
the largest capacity and resistance to 
“shorting.” They satisfy everybody so thor- 
oughly that they have become standard 
in the industry. Ask for details of ournew 
plate condenser Vernier dial assembly. 









United plate condensers are supplied in 
43,23,11,5,3 plates. Send for listsand dis- 
counts of the Quick-Selling “United” line. 


UNITED MFG. AND 
DISTRIBUTING CO. 
9705 Cottage Grove Ave., CHICAGO, ILL. 
NEW YORK OFFICE, 60 Church St., New York, N. Y. 


SAN FRANCISCO OFFICE, 709 Mission Street, 
San Francisco, if. 

















Made to meet a demand for quality 
—highest efficiency, 3 plate, 23 
plate and 43 plate sizes. 


The Wireless Mfg. Co., 








The Carco Coupler 


Just the thing for the popular re- 
ceiving set. Bakelite tube and 
rotor. Silk covered wire, perfect 
contacts. 


The Wimco Condenser 


We invite Dealer and Jobber Inquiries. 
Send for literature and prices on Wimco socket for W D 11 tubes. 


Canton, O. 
Manufacturers—Distributors 














edge of this apparatus so that he may 
successfully merchandise it in the face 
of such a popular demand. The job- 
ber salesman need not be an engineer 
to organize and do his share towards 
educating a dealer clientele. Th: 
degree of confidence which he posses 
ses and is able to radiate becomes a 
much more important factor, together 
with his ability to convince his cus 
tomer that he and his house are in 
a position to be of a real service to 
him as a radio dealer. Manufacturers 
of reliable apparatus are always glad 
to furnish jobbers’ salesmen with a 
sufficient amount of information which 
would equip them to discuss force- 
fully and intelligently the merits of 
the entire field of radio apparatus in- 
sofar as its commercial phases are 
concerned. The jobber’s salesman 
who is not selling radio today is a 
serious handicap to his house and to 
the successful evolution of the field 
in general, and he is a positive resis- 
tance when he is merely taking orders 
and taking apparent pride in the fact 
that he “knows nothing about it but 
if you want to buy some I'll write 
the order down.” Of course the great- 
est influencing factor on the activities 
of the jobber’s salesman is the sales 
supervision he gets from his general 
or radio sales manager. The internal 
organization of a radio department in 
a jobbing house is a most important 
consideration. Sales managers of gen- 
eral supply houses who have trusted 
the radio department to the super- 
vision of a man without previous sell- 
ing and organizing ability have failed 
to realize the true status of the com- 
mercial possibilities of radio ap- 
paratus. 

The relation of the selling organiza- 
tion in a jobbing house to the present 
and future evolution of radio appears 
as a factor which will exert a tre- 
mendous force, one way or the other, 
towards establishing a firm basis on 
which is to be built a nationwide radio 
business. The appointment, the sup- 
port, the education and the general 
success of the dealer depends almost 
entirely upon the programme to be 
pursued by the radio jobber sales or- 
ganization, and so the entire territory, 
from a standpoint, of dealer contact. 
is affected. 


It might appear to some that a 
procedure of eliminating the undesir- 
able manufacturer, jobber and dealer, 
savors of a monopolistic attitude, but 
closer study will reveal that it has no 
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BROCKWAY 





VARIABLE 
CONDENSER 


The Brockway Variable Conden- 
ser is a better condenser in stoned 
respect. 
The Brockway is ideal for the com-| 
pact, portable set. 
It is easiest to adjust and occupies | 
no space behind the panel. It has) 
a low resistance. | 
Here is a condenser that sells 
through the summer months. 

Write for jobber proposition. 


BROCKWAY LABORATORIES | 
COMPANY 





Ohio 








“Yhe Demand for 


“ALL-AMERICAN” 


Amplifying 
Transformers 


Radio and Audio 
Frequency 

Has spread around the 
world. Radio Fans 
everywhere are de- 
manding them. 
WHY? Because they 
give satisfaction under 
all conditions. 





Radio Frequency 
Transformer 


WHY? Because they 
are manufactured by a 
company that concen- 
trates on transformers 
and makes those instru- 
ments the best that brains, 
experience and capital can 
produce. 


Weare helping Jobbers and 
Dealers everywhere to sell 
more ““ALL-AMERICAN” « 

ormers. 


We offer discounts 
Audio Frequency REAL service 


Ravan «re Co 











such characteristics. The worth- 


while factor, whether he be manufact- | 


urer, jobber or dealer, would always 
be a welcome addition to any amal- 
gamation brought about between the 
factors in the radio industry. His 


| only basis of qualifications would be | 
a platform of facts which would | 
quickly determine whether or not his | 
procedure would find the approval of | 


the public. 
Western Electric Equips 
Omaha Broadcasting 


Station 


Much favorable comment is heard 
on the Woodmen of the World broad- 
casting station, W O A W located in 
Omaha. This set was sold and install- 
ed by Western Electric Co., Omaha, 
under the supervision of A. L. Perry, 
manager. 

Besides acting as a healthy stimu- 


lant to radio sales in Omaha, this sta- | 


tion is giving both the city and the 
Woodmen real publicity, having been 
heard in Cuba, Porto Rico, Nova 
Scotia and even 1800 miles out in the 
Pacific Ocean. 
* * * 
Feiker Joins Society for Elec- 
trical Development 

F. M. Feiker, formerly vice-presi- 
dent of the McGraw-Hill company, 
Inc., and more recently on leave of 
absence as special agent to the De- 
partment of Commerce at Washing- 


ton, after his return from Washing- | 


ton will be associated with the staff 
of the Society for Electrical Devel- 
opment, 522 Fifth 
York City. Through the appoint- 
ment of Mr. Feiker, the various 


avenue, New 














branches of the electrical industry | 


served by the Society will secure the 
benefit of his experience and _ back- 
ground, and in addition he will have 
a unique opportunity to act as a 


special counselor to all branches of | 


the electrical industry, putting at the 
service of the engineers, the manu- 
facturers, central stations, jobbers, 
contractor-dealers and publishers, his 
special training and wide knowledge 
in the publishing and public relations 
fields of many _ industries. Mr. 
Feiker will retain a consulting rela- 
tion to the McGraw-Hill Company, 
Inc., and he will continue in a simi- 
lar capacity his relation to the prob- 
lems of personnel and organization 
of the Department of Commerce at 
Washington. 














RADIO LEADERS 


for Radio Dealers 





The Bradleystat 


is the best radio merchandising 
proposition on the market. Uni- 
versal for all tubes. Perfect 
filament control is guaranteed 
for any radio tube on the mar- 
ket. Get your dealers to stock 
the Universal Bradleystat. 





The Bradleyometer 


is another member of the Allen- 
Bradley family of radio products 
and is a_ perfect potentiometer 
that is equal in performance and 
quality to the Bradleystat. Get 
a few of them on the dealers’ 
shelves and watch them go. 


Electric Controlling Apparatus 
492 Clinton St. Milwaukee, Wis. 


Attention—Jobber’s Salesman. Drop us 
a postcard with hotel address and we will 
gladly send you complete information 
about Allen-Bradley radio products and 
thereby help you swell your sales quota. 
Just drop a card, today, and see what 
happens. 
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{ INSIDE COIL MOUNTINGS 





Type 3-A 
$5.00 


Patent Applied For. 

“Honeycomb Tuners” will soon mark the 
difference between the old style short wave 
variocoupler-variometer receiving set and 
the newer more efficient all wave instru- 
ment. The chief reason is because of the 
inevitable necessity of changing the wave 
lengths now used for broadcasting due 
to the ever increasing interference between 
stations. When this is done it will be 
impossible to hear much that is going 
on with the ordinary set having a wave 
length range of 250 to 500 meters, whereas 
with the “Honeycomb Tuner” it is simply 
necessary to “plug in” larger coils. 





in 
Furthermore, “Honeycombs” have always 
found much favor with the amateurs and 
are considered the most efficient form of 
inductance. Closer tuning, greater selec- 
tivity, greater range, no dead end loss, | 
and ease of operation are some of their 
outstanding qualifications. 

The WIRELESS ELECTRIC Inside 
Mounting makes it possible to use 
“Honeycombs” to the greatest advantage. 
Mounting the coils inside the panel elimi- 
nates body effect without the necessity 
of shielding, besides adding considerably 
to the convenience and appearance of the 
set. A vernier adjustment is obtained by 
the slow moving cam, allowing positive 
and effective operation. The bearings are 
made adjustable so that any desired ten- 
sion on the dial may be obtained. A 
standard, three-inch, dial may be used. 

The type 2A mounting may be used as 
a single circuit tuner with “tickler” 
while the 3A provides a separate induc- 
tively coupled primary coil making what 
is commonly called a three circuit tuner. 

These mountings are especially well 


adapted for use in new circuits such as 
Flewelling, Super Regenerative, Neutrodyne, 
and others. 


Sold through Jobbers Only 
Send for Circulars 


Wireless Electric Co. 


Pittsburgh, Pa. 


204 Stanwix St. 














| , Patent Applied For. 





New Station for Popular Broad- 
casting 


Faith in the permanence of radio 
broadcasting is demonstrated by the 
announcement, of the General Elec- 
tric Co. that the first plant to be con- 
structed exclusively for popular 
broadcasting will be erected in Oak- 
land, Calif., to house the large Paci- 
fic coast station of that company. 

Work will. be started this month on 
a two-story studio building, the an- 
tenna towers and the power house. 
Workmen are already assembling the 
radio equipment. It is expected that 
the new station will be in the air with- 
in six months. 

Martin P. Rice, director of broad- 
casting for the General Electric Com- 
pany, will direct the operating policy 
of the station and Dr. Thomas Addi- 
son manager of the company’s inter- 
ests on the Pacific coast for the past 
30 years will have supervision of the 
plant. 

The station will be located on East 
14th street, Oakland. The plans pro- 
vide for a two-story brick structure. 
On the first floor will be the office 
of the studio manager, a general cor- 
respondence room, a reception room 
for artists and quarters for motor- 
generator sets and storage batteries. 
There will be two studios on the sec- 
ond floor, the main studio large enough 
to accommodate large bodies of musi- 
cians such as a band or symphony 
orchestra, and a smaller studio from 
which solo numbers and addresses may 


be broadcast. The use of two studio. 
will make possible continuous broad 
casting. a 

One thousand feet back of th 
studio building will be the powe: 
house and‘ antenna, system. The an 
tenna ‘will =be multiple-tuned ani 
strung between two steel towers. 
each 150 ‘feet high and _ placed 
260 feet apart. Beneath the an 
tenna proper will be the counter 
poise consisting of a network of 
wires, 14 feet above the ground, coy 
ering an area of 150 by 300 feet. In 
addition to the power house which: 
will be one story high, 71 by 32 feet, 
there will be a small building for th 
tuning apparatus and the end of the 
multiple-tuned antenna. 

The Pacific coast station will 


operated at 1000 watts. 
2° Hat 


Shaw Studying Radio Situation 
Abroad 

William N. Shaw, president of th: 
Eisemann Magneto Corp., was a pas- 
senger on the “Camaronia” sailing for 
Glasgow, Scotland, on June 2. Mr. 
Shaw will spend several weeks in 
Great Britain and Continental Europe 
for the purpose of making arrange- 
ments for a disribution of Eisemann 
radio products in foreign countries. 
He expresses the opinion that Ameri- 
can manufacturers of radio materials 
of the better grade may expect a 
growing demand from that quarter, 
and that the time is ripe for making 
preparations. 


be 








New Oakland Broadcast Station as it Will Appear. Insert at the Right is 





Sagi: is ig ay 





Martin P. Rice, Director of Broadcasting of the General Electric Co. 
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Electric 
Curling Iron 
& Waver-Rod 


The Fastest Selling 
Electric Appliance 
in the World! 





_is the only curler selling at or| 


near $3.00 with removable plug) 
in the handle. | 






























_is the only iron at 
or near its price hav- 
ing in addition to the 
above guaranteed 
heating element, re- 
movable clamp, high- 
lv polished nickel fin- 
ish, good flexible 
cord with wire guard 
and ebonized handle. 


Women are shop- 
pers! They know 





values! To show 
Wavette is to 
sell it! 


That is why it 
is the fastest 
selling electric 
appliance ever f 
made! 


This means profit 
for retailers — 
your own House, 
and you. 


Is Wavette, to list 
at $3.00 and Wav- 
ette Jr. to list at 
$2.75, In your 
sample line? 


Detachable 





Plug in 
let batells 
| brow. 


pe Ta TOIT 


The FRANK EWOLCOT MFG.CO. 
—S— Hartford, Conn. 


Pacific Coast agents, Western Agencies, Inc., 
San Francisco, 
Southwestern States, The Folsom Co., 
D Texas. 
Southern States, The Robertson Sales Co., 
Birmingham, Ala. 


Putting the Label on John 


Doe 
(Continued from Page 71) 

very sensibly refuses to lay down 
plans for doing the job, or specifying 
the equipment that will be needed. 

‘This prospect must be jollied; the 
next driven a bit; and the next one 
requires cold, hard logical argument 
and lots of it. Then there is the 
prospect who never seems to get what 


| is told to him, but who will study pic- 
_ tures and figures by the hour; too, 


there is his exact opposite—the man 
who cannot be interested in pictures 
or figures but will listen carefully to 
all you tell him. Then there is the 
‘bird’ who sits back quietly and al- 
lows you to talk until you run down, 
without his having said one word. 
‘Let the salesman look upon each 
prospect as a problem. Then if he 
will state that problem to himself 
carefully and exactly, the chances 
are that the manner of stating the 
problem will suggest the solution. For 
instance, this man is prejudiced 
against my house but admits that my 
line and prices are right—how can I 
make him like me and my house? 
That way of going about it seems to 
lay out the salesman’s work so clear- 
ly that mistakes are made very dif- 
ficult. Anyway, I know it works in 


| my case.” 














res” 


a 








Ugh! Look at the sweat on Mac’s 
A jobber’s salesman sure leads 
a strenuous life. The rather heavy set 
gentleman standing behind the chap 
holding down the truck is H. F. Mc- 
Giviney of the sales force of the Parr 
Electric Co., New York City. Next to 
him standing is Geo. Parr, Asst. Secy., 
and the Newark branch manager, the 


| chap holding the truck is A. Prongay 

and the one doing all the work is J. 
| Hazen. Mac says, “Every day in every 
| way I’m getting stronger and stronger.” 





ANNOUNCEMENT 
To Jobbers and 


Jobbers’ Salesmen 


RANSTON is equipped to take care 

of your full requirements on Honey- 

comb Inductance Coils and Genuine 
Bakelite Coil Mountings. Recent improve- 
ments and extensive automatic winding 
equipment make possible big quantity pro- 
duction and superior coils. Our 1924 com- 
plete line of highest quality, tested Radio 
equipment will be ready about Aug. 15. 
Each item in attractive individual carton— 
Nationally Advertised. We furnish sales 
helps, Hook-Up. Circulars, Counter and 
Window Displays for your dealers. 





| LINE UP WITH BRANSTON FOR 


| THE COMING 


j 
eo 





SS 


RADIO 


SEASON 
Look for 


this a 








“we All Branston Honeycomb Coils and 
Sesutiney licensed under DeForest Pat- 
s. 


Honeycomb coils for tuning are being 
adopted the world over on account of the 
flexibility offered in changing to different 
wave lengths. Ever since their invention 
they have been very popular with the 
amateurs. They are the most efficient and 
compact form of inductance. Closer tun- 
ing, greater selectivity, greater range, no 
dead end losses and ease of operation are 
some of the outstanding featurés. Sell 
Branston Lateral Wound Honeycomb 


Coils and Mountings and you are assured 


of perfect satisfaction. 


The Branston New 1924 Line Includes: 


Honeycomb Inductance Coils 
Single, Double and Triple Coil Mountings 

Lateral Wound Honeycomb Variocoupler 

Lateral Wound Honeycomb Variometer 

Lateral Wound Neutrodyne Transformer 

Standard 2500 and 5000 ohm Headsets 
Series—Parallel Switches 

Improved Audio and Radio Frequency Transformers 
Approved Lightning Arresters 

Telephone Jacks, plugs and Multiple Jack Boxes, etc. 


Write for descriptive folder and full particulars. 


CHAS. A. BRANSTON, Inc. 
Manufacturers 
825 Main St., Buffalo, N. Y. 


Canada: Chas. A. Branston, Ltd.. 
Toronto, Ont. 
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oughness of conquest. 


armies and supplies. 


chandise. 


and other information. 





The Roman roads of Britain built 
by Caesar speak eloquently of the 
Komans’ engineering skill and thor- 





Caesar’s method of holding conquered territory consisted of building a 
net work of wonderful military roads which expedited the movement of 


Today, holding business after once securing it depends largely on how 
thoroughly the buyer was sold and the utility and quality of the mer- 


Dealers are quick to recognize the merits of Shelton Violet Rays and 


after once buying prove repeat customers. 
Be sure you sell the Shelton line. Ask for prices, discounts, catalogs 


SHELTON ELECTRIC CO. 
16 E. 42d St.,New York City 30 E. Randolph St., Chicago, Ill. 











4 


Build Sales With SEMCO 


SEMCO Meters will build up a safe meter 
market for you out of your satisfied Central 
Station customers. Send today for our 
descriptive Bulletin No. 20. 


Sewickley Electric Manufacturing Co. 


Sewickley, Pennsylvania 





| 


} 
} 


| 


| 
| 


Seteatinet 


“There is considerable logic in the 
following lines seized from the Red 
Shield published by the Wesco Sup- 
ply Co. 
A Woodpecker pecks 
Out a great many specks 
Of sawdust 
When building a hut: 
He works like a nigger 
To make the hole bigger— 
He’s sore if 
His cutter won’t cut. 
He don’t bother with plans 
Of cheap artisans, 
But there’s one thing 
Can rightly be said: 


| The whole excavation 


Has this explanation— 


He builds it 


By 
Using 
His 
Head. 
* & 


Southern New England Estab- 
ished in Hartford 
The Southern New England Elec- 
tric Co. announces the establishment 
of its executive, purchasing and 
general sales offices at 103 Allyn 
street, Hartford, Conn. 














trical Supply Co. of San Francisco, doesn’t 
believe in signs—at least certain kinds of 
signs. But when a fellow signs his John 
Hancock to a nice fat order—well, that’s 
different. These are the kind of signs Mac 
goes after—and gets. 
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The Wise Jobber and His Smartest 
Salesmen Push Appliances 


It doesn’t take either the jobber’s salesman or his employer very long to discover that the retail 
dealer who buys only staple products and supplies, is a customer easily lost to any competitor who 





can quote lower prices. 


But to fully sell a retailer on a vacuum cleaner like the APEX, having its own exclusive patented 
features, a washing machine like the ROTAREX operating on a new principle not found in any 
other, and an ironing machine like the ROTAREX with its own peculiar merits and improvements, 
is to hold that dealer for a permanent and profitable customer. 





Profitable because the wholesale price of a single one of 
these fast selling specialties equals a good sized order for 
ordinary supplies and staples made up of small units. 











Write us for fuil 
details of the 
Apex - Rotarex 
Guaranteed Sales 
Plan and how you 

















and your firm can 
“cash in” on it. 


























THE APEX ELECTRICAL 
DISTRIBUTING COMPANY 


1061 East 152nd Street CLEVELAND, OHIO 
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C-H 7400 
Porcelain 


Push Socket 








Marked for Polarity, Circuit broken on Center Contact 


The Best Porcelain Socket 
and the Best Looking 


When you install pendent 
switches you don’t consider any- 
thing except push-button types— 
because you know they look better 
and are better than key-operated 
types. 

Don’t the same arguments hold 
for porcelain sockets— isn’t the 
better appearance and easier oper- 
ation just as important? 


The C-H Porcelain Socket is 


push-button operated —the whole 
device is compactly built with the 
snappy mechanism, screw shell and 
husky terminal screws all secured 
to one-half of the porcelain casing. 
Cord connections are quickly and 
easily made and the other half of 
the casing replaced and held by 


one screw. 


There isn’t a loose or wiggly 
part in the C-H 7400. 


Carried By Electrical Supply Jobbers 
THE CUTLER-HAMMER MFG. CO. 


Switch and Specialty Department 
Works: MILWAUKEE - WISCONSIN 





é 





PORCELAIN SOCKETS 


CUTLER-HAMMER 














Ind 


Chi 
New 
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For Household 


Laundries 


and ironers impose hard service 
on the attachment cord in ordi- 
nary use. To insure dependable 
performance, the Hurley Ma- 
chine Co. (as well as many 
other manufacturers) has stand- 
ardized upon PARANITE 
special washing machine cord. 
PARANITE cord for this use 
is a special product having un- 
usual flexibility and strength, 
and provided with a durable 
waterproof covering. It’s as 
convenient as the convenience 
outlet in the baseboard, for it’s 
right in every detail. 


Indiana Rubber & Insulated Wire Co. 


Jonesboro, Indiana 
Chicago Office: 810 Marquette Bldg. 


New York: The Thomas & Betts Co., 63 Vesey St. 
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“TEAM WORKING 
WITH THE JOBBER-= 


Because we are firm in the belief that 


ye ber is a necessary and permanent 
Factor in the diskibution ‘elec ical qoods, 


Because the plendid Ss seppert and and oni 


enna seo of on prod ucts bers 
ong concerted be Fin be- 


peemers of ke obbe Y 


Because we are confident that yobbers 
will back any manufacturer who backs them 
in velun, 


We have ado pled a 
definite 100 yA Jobber Policy 


which involves every possible means to 

blaze ther it for the, Jobber's Salesman, 
by virtue of dealer hel ps, it Furnishing hi gh 
~~ merchandise, by ri prices a = 

stive sales and ave ising promot = 

af by assocrating the jobber as a fe her 
in our ales exploitation, Ie the end othe 

is attained a mutually erofitable and plea 

arnt business relat sahio- 


The Carbon Products Co. 



















This Policy 
Will Be Carried Out 
By 
WARNER JONES 
Newly Appointed 
Sales Manager of 


The Carbon Products Co. 


For fifteen years with the Nun- 
gesser Carbon & Battery Co. and 
The National Carbon Co., as 


special sales representative. 


For three years sales manager of 
The Erner Electric Co., Cleve- 
land, Ohio. 


An ardent booster and team 
worker for every cause that 
means better jobber business. 














Lancaster Ohio. 


THE CARBON PRODUCTS CO. 
LANCASTER, OHIO 


Manufacturers of 


Ace, Dry, Radio and Flashlight Batteries 


and 






and Carbon Specialties. 


Flashlights, Carbon Brushes, Welding Carbons, Projector Carbons 
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Lighting Specialists Study Illu- 
mination Design 
By ROY A. PALMER 


O ENABLE agents, central sta- 

tion lighting specialists, and oth- 
ers who are interested in lighting to 
acquire a working knowledge of illu- 
minating engineering facts and prin- 
ciples, courses in illumination design 
have been given at Nela Park, Cleve- 
land, Ohio. The seventh course, just 
finished, marks the beginning of the 
third year in which these courses 
have been given. For a period of 
one week, those enrolled in these 
courses are in intimate contact with 


layouts are made for commercial in- 
teriors. Other phases of lighting, 
such as home lighting, sign lighting, 
show window lighting, etc., are also 
covered and talks are given on ad- 
vertising and sales promotion. The 
lectures on the various phases of 


lighting are supplemented with elab- | 
While the | 


orate demonstrations. 
week is well filled with good hard 


work, ample time is reserved for the | 


use of the recreational facilities of 
Nela Park. 
The fact that 800 have been en- 


rolled in the courses given the past | 


two years is evidence of the appre- 
ciation of the value of lighting in- 

















Practical Illumination Layouts are Made Applying Illuminating Engineering 


Principles. 


the engineers and the representatives 
of the sales, publicity and research 
departments of Nela Park who are 
authorities on their various phases of 
activity. Scientific theory and facts 
are joined with practice. After study- 
ing the elements of light and design, 











formation. These men now realize 
that the lighting business does not 
follow a single track, but branches in 
numberless directions with boundless 


possibilities in each branch; they | 
have learned what lighting is.—that | 


it is a raw product that must be con- 





Seventh Illumination Design Course Students at Nela Park, June 11-15, 1923. 


a visit is made to a typical industrial 
plant where are noted the layout of 
the rooms, color of walls and ceiling, 
class of work performed, ete. With 
these necessary data, a lighting lay- 
out is designed for that particular 
plant. In the same manner lighting 





trolled and applied properly in order 
to enjoy the benefits from it. With 
the knowledge gained at_ these 
schools they have broadened their 
vision of the possibilities of better 
lighting and are prepared to give 
profitable lighting service. 

















Emerson” Junior Ventilator 


The popular-priced | 
ideal ventilating fan 
for the small or medium 
Size kitchen,--espe- 
cially designed for 
apartments, flats and 
small homes. 


Furnished complete 
with supporting ring 
and mounting boards, 
matched, cut and 
drilled with all neces- 
sary bolts and screws-- 
long enough for any 
kitchen window. 


Emerson Junior Venti- 
lator has a capacity of 
almost 500 cubic feet 
per minute, but takes 
less current than a 
50 watt lamp. 


Do your customers 
know they can retail 
a highly satisfactory 
ventilating fan in- 
stalled in the home at 
$20.00 or less? 


Dealers who have or- 
dered samples of this 
new fan are enthusias- 
tic over its sales pos- 
sibilities all the year 
‘round. See that your 
customers are told 
about Emerson Junior 
Ventilator, and appre- 
ciate the big field for 
this low-priced fan. 


The Emerson Electric 


Mfg. Company 
ST. LOUIS NEW YORK 
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They ask... 


HEREVER pocket meters are 
Weis be it the humblest side- 
r—-=--talley dealer or the most pre- 
tentious establishment in the city—the 
answer to a_ single question prac- 
tically settles the sale. 

“Are they Sterling 


POCKET METERS” 
for, if they are, that settles the matter of 
quality, gecuracy, and general satisfaction. 
It pa's every jobber’s salesman to mention 
It helps 


Sterling meters. swell the daily 


selling record. 


; Sterling Pocket Voltmeters for test- 
ing dry and storage batteries and par- 


ticularly valuable in radio work. 
No. 33. 0-3 volts 1/10v divisions. 
er ea maa FF $1.25 
No, 34. 0-10 volts 1/5v divisions. 
ee i Rhee ee” 1.25 
No. 34A. 0-16 volts %v_ divisions. 
OE MD i as 5 06 cata n unos das Padiad obs 1.75 
No. 34E 0-30 volts iv divisions 
List I ee a ee 2.25 
No. 34C. 0-50 volts lv divisions 
CUNO, ices ocebesccens cdannst te 2.75 
Sterling Pocket Ammeters 
No. 24. 0-35 amps. 2 amp. divisions. 
ORR rer ee 1.00 
No. 25. 0-60 amps. 2 amp. divisions. 
a a ey eG: re 2.25 


Sterling Pocket Voitmeters : 
No. 44. 0-35 amps. 0-10 volts. List price. 1.50 
No. 44. 0-35 amps. 0-16 volts. List price. 2.00 


OTHER STERLING 
DEVICES 
Portable Rectifiers Filament Rheostats 
12 Point Rotary Switches 
Audio and Radio Frequency Amplifying 
Transformers ao 
M a 
Aen Meters Polarity Indicators 
High Rate Cell Testers 
Write for bulletins 


THE STERLING MANUFACTURING 
COMPANY 


2853 Prospect Ave. Cleveland, Ohio 
Over 3/2 Million Sterling 
Devices in use today 
—and increasing 
fast. 






















Telephone Equipment? 

It has been said that the jobber 
salesman has never been able to do 
a good job of selling telephone equip- 
ment and has always evaded the sub- 
ject as a thing apart—intricate— 
away over his head. Yet the opera- 
tion and technicalities of telephone 
apparatus are very simple matters if 
only set down in the correct language. 
This has been a drawback to the job- 
ber in doing a good business in a 
commodity for which there is a 
tremendous market, and even the con- 
tractor has found the subject a little 
troublesome. Frequently, apparatus 
for different systems was mixed so 
as to cause confusion in operation, 
specifying and filling orders. 

One of the most practical helps to 
enable the salesman to grasp the es- 
sentials neccessary for him to go after 
the telephone business intelligently is 
the new catalogue No. 40 of Stanley 
& Patterson, New York, on DeVeau 
“Intertalk” inter-communicating tele- 
phone apparatus. The book is unique. 
It is not just a catalogue in the strict 
sense of the word but a combination 
of text book, sales manual and cata- 
logue. 

In discussing the book, George L. 
Patterson said: “Our new catalog was 
compiled especially for the use and 
convenience of the jobber salesman. 
Our experience as a jobber has given 
us a keener insight into the problems 
and difficulties of a jobber salesman’s 
job that’ most manufacturers, not so 
fortunate, possess. 

“To solve the problem and get up 
something that would enable the job- 
ber salesman to sell interecommunica- 
tion telephones, I assembled not only 
the department heads of our own 
plant but outside telephone contract- 
ors. Far into the night for many a 
night we worked to perfect a cata- 
logue that would truly help the sales- 
man, contractor and architect alike 
and as a result a text book, sales man- 
ual and catalogue was evolved from 
which even a beginner in the quotation 
department can easily figure on a com- 
plete intercommunication system or 
render advice on its hookup and oper- 
ation.” 

“To Geo. H. Hopper, sales man- 
ager of our jobbing business, is due 
the credit for the simplified method of 
coding the various systems, of which 
there are 24. This is a simple means 








Can the Jobber Siemens Sd  _—————__— 





There Is Just the Type of 


HARTFORD 
TIME 
SWITCH 


which. is the best Time Switch for your 

customers’ particular purpose 

“TYPE” “B,” (10 to 200 amp. in one, 
two or three poles) throws the 
light ON and OFF daily, seven 
days per week. 

“TYPE” “C,” (10 to 100 amp. one, two 
or three poles) automatically 
disconnects the switch one day 
each week, designed to omit 
Sunday operation. 

“TYPE” “D,”’ (10 to 100 amp. one, two 
or three poles) arranged to 
throw lights ON and OFF two 

(This type 
requires winding twice a week.) 

“TYPE” “E,”—Two rate meter service 


Especially for Central 


periods each day. 


control. 
Station use. : 

“TYPE” “G,” (10 and 35 amp. one or 
two poles) throws on main hall 
lights in early evening, cuts these 
off at bed-time and throws on a 
series of night lights burning all 
night, and cutting these off at 
dawn 


SHIPMENTS OUT OF STOCK 
of type “‘B’’. Switches in 10 to 50 
amp., single and double pole, also 
10 to 35 amp., three pole. 
Greatly improved service in other 
sizes and types. 


Bulletins sent promptl y 


A. HALL BERRY 


General Sales Agent 
71-73 Murray Street 
NEW YORK, N. Y. 


And— 
ALL JOBBERS! 
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of identification. For example, each | 


catalogue or pattern number has after 
it a code letter designating the system 
to which it belongs. Thus desk set 
number 1158-M belongs to system 
“M”, selective-ringing, common talk- 
ing. If the salesman uses even a 
reasonable amount of care, he cannot 
go wrong in writing up his order nor 
the contractor in specifying. 

In the descriptions of the systems 
it is shown, for instance, that System 
“Q” is a common-talking system 
recommended for apartment houses 
where service is required only be- 
tween vestibule and suites. Then 
follows a brief story of what service 
it will perform, the various telephone 
units needed for the system, instruc- 
tions on wiring and facts about the 
operating current needed. The body 
of the catalogue illustrates the num- 
erous telephones with catalogue or 
pattern numbers and list prices. In 
the back of the book is a discourse on 
battery sets for operating the systems 
shown, followed by an alphabetical 
index to the entire contents of the 
catalogue and lastly a numerical in- 
dex of catalogues and pattern num- 
bers. 

Besides showing the salesman how 
to edit his orders, the book gives un- 
mistakable instructions to the archi- 
tect in specifying and the contractor 
in figuring his job as to prices, adapt- 
ability and operation. There is a sec- 
tion entitled “Causes of Telephone 
T'roubles—How to Correct and Avoid 
Them.” 














Quartette, about to break out with 
‘Sweet Adeline.” Left to right, Edwin 
Hein, of Wesco Supply Co., St. Louis; 
Thomas Kramer, Shelby Electric Co., 
Memphis, Tenn.; W. A. Wilcox, Economy 
use & Mfg. Co. Chicago; and O. E. 
Heins, Hoover Co. As usual, the smallest 
member sings bass. 








The Fastest Selling 


SWITCH-BOX SUPPORT 











Lath holder. 

Ends slip 

into slots in 
bar. 





Over 300 Jobbers 
Re-ordering Regularly 







PATENTED 








The Kruse 


Fast to work with. Low in cost. A pair 
of pliers, nails and hammer all that are 
needed to install. 









End view of 
bar showing 
slot to re- 
ceive lath 
holder and 
box tongue. 


PACKAGE product in 18 in. lengths. Soft metal, easily 
snipped. Lath ends enter holders easily without whittling 
Short pieces can be used without waste. Saves hours of your 
contractor’s time on one job. Tell him about it. 


Mid-West Metal Products Co. 


Muncie, Indiana 














Name - Stock-Good Will 
of an Indiana Jobber 
Offered at a Sacrifice! 


This electrical jobbing business is three years 
old and has been doing a good business since its 
inception. 


Being located in a well populated manufactur- 
ing district opportunities are unlimited for some 
one with a knowledge of the electrical business. 


Interests in another business force the owners 
of this firm to offer its name, stock and good will 
at a sacrifice to responsible parties able to handle 
the jobbing stock. 


This is a real proposition, bona fide in every 
respect. If interested address 


Box H, THE JOBBER’S SALESMAN 


53 West Jackson Boulevard, Chicago, [Illinois 
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MANUFACTURERS 


NEWS 











Manufacturers Invited to 
Scranton 

Scranton, Pa., is to have an Elec- 
trical Show in the near future, proba- 
bly in November. Only electrically 
driven equipment or electrically ap- 
erated appliances, together with 
radio sets and parts and electrical 
fixtures may be displayed. Manufac- 
turers, sales agents, distributors, 
jobbers and concerns connected with 
the electrical industry are invited to 
participate. 

Scranton, the metropolis of the 
anthracite coal region, and known 
far and wide as “The Electric City” 
especially offers exceptional oppor- 
tunities to manufacturers and others 
to display their products to a very 
large number of industries including 
coal mining, railroads, silk manu- 
facturers, knitting mills, etc. 

Full information, together 
diagram of available booths, can be 
secured from F. L. Smith, chairman 
show committee of the Smith & How- 
ley Co., 250 Wyoming avenue, Scran- 


ton, Pa. 


with 


x * * 
Wise-McClung Organization 
Changes 
The Wise-McClung Manufactur- 
ing Co., New Philadelphia, Ohio, an- 
nounces the following changes in or- 
ganization and executive sales per- 
sonnel as of June 1: W. J. Wise, 
president, will personally direct the 
general sales policy of the Wise- 
McClung Co., as well as the affiliated 
organization, Sunshine Sales Co. 
The general sales offices having been 
transferred from Cleveland to New 
Philadelphia, from which point all 
matters relating to wholesale busi- 
ness will be handled in the future. 

H. N. Woollatt is retained as as- 
sistant to the president and will be 
in charge of the sales work in the 
field. H. H. Scheu will continue 1s 
advertising manager and be identi- 
fied in executive sales work as assist- 
ant to Mr. Wise, with headquarters 
at the factory. 





The company will maintaain its 
retail branches in New York City, 
Brooklyn, Philadelphia, Cleveiand, 
Columbus, Pittsburgh, Altoona, Erie 


_ 
and Johnstown. 
* * * 


Oldham Joins C. H. Wallis 


C. D. Oldham, for many years with 
the Columbia Lamp Division of the 
National Lamp Works, has become 
associated with C. H. Wallis & Co., 
1409 Syndicate Trust Bldg., St. Louis. 
This company is factory representa- 
tive in electrical lines doing business 
with the jobbing trade, and after 10 
years, is well established. Before 
entering upon his duties in the St. 
Louis territory, Mr. Oldham spent 10 
days in New York calling upon the 
factories whose lines are handled by 
the Wallis company. 


* * * 


“Hold-Heet’” Iron at Last 


After much importuning on the 
part of the trade, the Russell Elec- 
tric Co., 340 Huron street, Chicago, 
has finally brought out a new elec- 
tric iron. They have been at the de- 
velopment work for about 10 years 
and now feel that they have a prod- 
uct worthy of carrying the ‘“Hold- 
Heet” name. A new circular has just 
been issued which describes the iron 
in detail, and particularly the feature 
of the “‘saw-grip” handle, which is-so 
designed as to be less wearisome to 
the arm and hand. 





Dealer Helps on the Bradleystat 


Introduction of the numerous new 
radio tubes now on the market has 
created a perplexing problem for the 
radio jobber and dealer who are try- 
ing to provide suitable rheostats for 
all tubes. The “Universal Bradley- 
stat,” so well advertised recently, 
solves this problem because it can be 
used with any tube. In addition to 
a heavy trade paper campaign, the 
Allen-Bradley Co., of Milwaukee, 
makers of this rheostat, has _pre- 
pared a handsome counter announce- 
ment card in two colors which is 
furnished to all dealers through the 


jobber. 
* * * 


Rutenber Electric Has New 


General Manager 

W. B. Blake has been made gen- 
eral manager of the Rutenber Elec- 
tric Co., Marion, Ind., the appoint- 
ment taking effect June 1. Mr. Blake 
comes to his new position from the 
Bijur Motor Appliance Co., Hobo- 
ken, N. J., a subsidiary of the Gen- 
eral Electric Co., where he was works 
manager. He was also in the past 
with the General Electric Co., at 
Lynn, Mass., where he handled all 
motor production. He is a technical 
man, being a graduate of Massachu- 
setts Institute of Technology. While 
naturally interested in the engineer- 
ing and production end, he will also 
supervise the merchandising end of 
the. business. 




















The rather attentive group shown above, pictures the members of the National 
X-Ray Reflector Co. of Chicago during a moment’s lull in the strenuous activities 


carried on at the annual company picnic. 
Every year the members of “X-Ray” believe more firmly in their annual 
“It does us all a lot of good to see our fellow-workmen outside the office 


June 16. 
frolic. 


occasionally” is the way one of them -expressed it. 


The “get-together” was held Saturday, 


He’s right too! 
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Promotion for Terry and 
Tremaine 
Franklin S, Terry, co-manager of 
the ‘National Lamp Works, Nela 
Park, Cleveland, was elected vice- 
president, and B. G. Tremaine, also 
co-manager of the National Lamp 





= 


Franklin S. Terry, New Vice-president 
of the General Electric Co. 


Works, was elected a director of the 
General Electric Co. at a meeting of 
the board of directors held in New 
York City June 22. Both have been 
long and prominently identified with 
the electrical industry. 

Mr. Terry was born in Ansonia, 
Conn., in 1862. His first position was 
with the Electrical Supply Co. of 
April, 1880 to October, 
In the latter month he went 


Ansonia, 
1884. 
to Chicago to establish a branch of 
the above company with which he 
continued until December, 1893. 

In 1889 he organized the Sunbeam 
Incandescent Lamp Co. of Chicago. 
May 1, 1901, the Sunbeam was 
purchased by the National Electric 
Lamp Co., founded by J. B. Crouse, 
H. A. Tremaine, F. S. Terry, B. G. 
Tremaine and J. Robert Crouse. In 
1911 the National Electric Lamp Co. 
merged with Electric 
Co., Mr. Terry continuing with the 
National Lamp Works at Nela Park, 
Cleveland, Ohio, Mr. Terry and Mr. 
B. G. Tremaine being managers. 

Mr. Tremaine was born in Ann 
Arbor, Michigan, in 1863. He left 
school at the age of 17 to enter busi- 
to 
Cleveland to engage in the fire insur- 


the General 


ness in Columbus, later going 


ance business, where he organized a 
company. 





His next venture in Cleveland was | 


with a real estate concern, where for 
several years he was engaged in the 
construction and sale of houses. 
1898 he became connected with the 
Cleveland Gas & Electric Fixture 
Co., and in 1899, director and stock- 


holder of an electric railroad corpora- | 


tion in Fostoria. While in Fostoria 
he helped organize the Fostoria In- 
candescent Lamp Co. 

Up to this time, except for his con- 
tinued partnership in the insurance 
company which he organized, Mr. 


Tremaine had in no way confined his | 


efforts to any one particular line of 
work. But in the latter part of the 
same year, he made the acquaintance 
of Mr. Terry, then manager of the 
Sunbeam Incandescent Lamp Co. 
Prior to this meeting, both Mr. Terry 
and Mr. Tremaine had conceived the 
idea of bringing together the numer- 
ous lamp companies that were fight- 
ing to maintain their existence. In 
1901, with the aid of Messrs. J. B. 
Crouse, J. R. Crouse and H. A. Tre- 
maine, their purposes were realized 
and the National Electric Lamp Co. 
had its inception. One by one, ex- 
isting lamp companies were taken 





B. G. Tremaine, Newly Elected Direc- 
tor of the General Electric Co. 


into the National, of which Mr. 


Terry acted as general factory man- 


ager and Mr. Tremaine as general | 


sales manager. 

In 1911 the National Electric 
Lamp Co. was dissolved and merged 
with the General Electric Co. Mr. 


Tremaine and Mr. Terry being re- | 


spectively the chairman and _ vice- 
chairman of its advisory board. 


In | 








| AND 


“AMERICAN 
BRAND” 


Weatherproof and 
| Bare Copper Wire 
and Cables 


Open Door Policy 


| ap of these famous wires and 
cables gives contractors and deal- 
'ers plenty of reasons for their 
_“open door” policy toward the 
jobber’s salesmen selling them. 


There is so much good business, 
so much repeat business and so 
much good-will being built with 
A-1| Magnet Wire and “‘American 
Brand’’ Weatherproof Wires and 
Cables that most jobber’s salesmen 
prefer to talk and sell them to their 
customers. 





troduction to the 


' 


Send for samples—your best in- 
“closed door” 


prospect. 


American Insulated 


Wire & Cable Co. 


CHICAGO 



















“AMERICAN BRAND” 


WEATHERPROOF WIRE AND CABLES |: 
HAS NO EQUA: 
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| HypRo-Proor 







4 important points 


a real insulator 
age-proof 
water-proof 
weather-proof 


—jinsuring dependable, durable 
tape for outside insulation. 


Sold only in wholesale 








quantities to distributors 
ELKHART RUBBER WORKS 
ELKHART INDIANA 








teenie TOES NTE 





AT 
LAST 





A Lamp Coloring That Will Not Fade! 


—and a profitable item to push! 


A quick-drying—non-fading—brilliant lamp coloring for incandescent lamps. 
Comes in over-sized cans so that bulb can be dipped directly in can. 
Large assortment of colors. All coloring guaranteed. 


Mr. Sales Manager—Drop us a_ line. 
Mr. Jobber’s Salesman—See that he does it. 


Crown Coloring & Chemical Co. 
327 Columbus Ave., New York City 


Middle West Representative 
American Manufacturers’ Agency 
208 N. Wells St., Chicago, Ill. 














Additions to Square D Organi- 
zation 

The Square D Co., safety switc!, 
manufacturer of Detroit, announcs 
the following recent additions to its 
sales force: 

H. R. Thornburgh, formerly of th: 
Western Electric Co. and W. IF. 
Clarke of the M. W. Duncan Co.. 
manufacturers of “Nokorode’’ paste. 
Providence, R. I., have been added to 
the New York branch organization: 
Roy M. Heasley, formerly with the 
Consumers Power Co., Grand Rapids, 
Mich., as an electrical engineer, has 
been made manager of the Grand 
Rapids branch office; E. J. Burke wil! 
help handle the Philadelphia terri- 
tory; H. N. Foster, recently, with the 
W. J. Fisher Co., manufacturers 
agents, Detroit, has joined the De- 
troit sales force. 

* * * 


A New Idea in Panel Boards 

Something radically new in pane! 
boards has been developed by the 
Frank Adam Electric Co. of St. 
Louis. It is known as the Type P 
and is the subject of a new bulletin, 
No. 29. Attention is arrested at 
once by its sectional construction 
which differentiates it from the old, 
one-piece boards. 

This unusual and different con- 
struction has been tested out by two 
years of laboratory experiment and 
one year of -actual installation ex- 
perience and proved thoroughly ef- 
ficient. 

The company has also issued sepa- 
rate bulletins on the Type T.-P, 
which is the tumbler-switch, plug- 
fuse panel of the Triumph Line; also 
one on Type R, panel board for resi- 
dences and smaller stores. 

* * * 


Herbert H. Frost, Inc., Opens 
New York Office 

Herbert H. Frost, Inc., 154 Wes! 
Lake street, Chicago, has opened a 
New York City office at 30 Churcli 
street, under the direction of M. Frank 
Burns as district sales manager. Mr. 
Burns was formerly with the West- 
inghouse Electric & Mfg. Co., of East 
Pittsburgh, Pa. The opening of this 
office is one of the moves toward gen 
eral expansion of the company’s or 
ganization through district sales offices 
and will be followed by the opening 
of similar offices in San Francisco and 


other cities. 
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Unique Catalogue Idea 


Manufacturers find that it pays to 
furnish literature to the jobber in 
shape to be conveniently used. The 
Aladdin Mfg. Co., Muncie, Ind., has 
hit upon a clever scheme shown in the 
cut. 

The booklet on lamps has over-all 
dimensions of 714 in. wide by 10 in. 





Booklet with Binding Strip 


high. When the booklet is saddle 
stitched, a binding strip of heavy pa- 
per is stitched on over the back edge 
at the same operation. 
booklet’ is to be inserted in the job- 
ber’s binder this binding strip is fold- 
ed back upon itself as shown in the 
illustration, and being 1 in. wide 
gives a total width for the booklet 
and binding strip of 84% in., or the 
jobbers’ standard size. Holes for 
binding are punched in the strip. 
When mailed to the jobber, the bind- 
ing strip is folded back over the cover 
of the booklet. 

The advantages of this method are 
the added flexibility which the book- 
let has when inserted in the binder 
and the greater economy in catalogue 
paper when cutting from standard 
paper stock sizes. 


General Electric Distributors 
Meet in Bridgeport 


Sales managers of General Electric 
Co. distributors were out in force at 
a recent conference held under the 
auspices of the Merchandise Depart- 
ment of the company at the Bridge- 
port Works. 

The conference extended through 
three days, and one of the features 
was a special exhibit of G-E mer- 
chandise products. Window displays, 
dealer helps, advertising and sales 
problems were discussed and a num- 
ber of papers read and talks given on 
nerchandising subjects by members 


When the: 


of the department, and others, George 
P. Baldwin, manager of the Mer- 
chandise Department, presiding. 

This was the first time the distri- 
butors’ sales managers have, as a 
group, visited the Bridgeport Works, 
where the headquarters of the Mer- 
chandise Department is located, and 
indications were that they 
the plant a pleasant place to visit. 
They all pronounced the conference 


an eminently interesting and success- | 


ful one. 
e @ & 


Robertson Established in 
Birmingham 

F. A. Robertson of Birmingham, 
Ala., has established himself again in 
the sales agency business, under the 
name Robertson Sales Co. He was 
formerly connected with a company 
known as the Robertson Supply Co. 
He is now representing the Fitzgerald 
Mfg. Co., Frank E. Wolcott Mfg. Co., 
Central Flatiron Mfg. Co., Anylite 
Electric Co., Triangle Conduit Co., 
Enameled Metals Co., National Elec- 
tric Porcelain Co., Cutter Electrical & 
Mfg. Co., S. Ward Hamilton Co., 


Detroit Insulated Wire Co., American | 
Insulated Wire & Cable Co., E. H. | 
Freeman Electric Co., Teleradio En- | 


gineering Corp., Kirkman Engineer- 
ing Corp. 


* * * 


Joe Busch a Prominent Golf 
Worker 


Joe Busch, manager of the Mer- 
chandising Division of the Chicago 
office of the Westinghouse Electric 
and Mfg. Co., has been elected secre- 





Joe Busch 


tary of the Western Golf Association. | 


The Association has a plan on foot 


to provide educational endowments | 


for caddies and Mr. Busch is very 
active in this work. 


found | 
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Electrician’s Auger Bit 


The harder 
the wood, 
the faster 

it cuts 


The “Red Devil” 
Bit is constructed 
unlike other bits. 
The single scorer 
and one cutting 
lip take up a chip 
twice as big as 
any ordinary 
double lip bit. 
This reduces the 
friction one-half. 


The “Red Devil” 
is 33 1/3% easier 
boring, has 10% 
greater clearance, 
bores with or 
against the grain 
of any wood. 


And “Red Devil” 
Pliers, Buffalo 
Grips, Havens’ 
Clamps, Connec- 
tors, Climbers, 
Linemen’s Tool 
Belts and Straps, 
Hack Saw Blades 
and Frames are 
all in a class with 
“Red Devil” 
Auger Bits—the 
most popular sell- 
ers of their kind. 
Send for complete 


catalog and trade 
prices 


SMITH & HEMENWAY CO., Inc. 


Manufacturers of “Red Devil’’ 
Electricians’ Hand Tools 


266 Broadway 


New York, N. Y. 


Keep his confidence. 


Sell him “ 


SS ¢ 


Red Devils”’ 
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New Electrical Products, Illustrated 











A new, 26-in. electrically heated and 
operated ironer is being added to the 
A B C line of electric washers and 
ironers put out by Altorfer Bros. Co., 
of Peoria, Ill. The ironer will be 
known as the “All-Electric.” This is 
a small-sized ironer offered at a price 
within the reach of the average family. 








To make it easy to find the T-slots 
in convenience outlets, Pass & Sey- 
mour, Inc., Solvay, N. Y., have de- 
signed a deep, smooth channel between 
the T-slots. The blades of standard 
plugs move along this channel into 
place and the highly finished plates are 
not scratched by the blades of the 
plugs. This feature is important, as 
the entire job is often judged by the 
appearance of the plates. 








The F. W. Wakefield Brass 
Co., of Vermilion, Ohio, manu- 
facturers of “Red Spot” light- 
ing specialties, has recently 
placed on the market a ceiling 
unit which is specially adapt- 
able for kitchens and _ bath 
rooms. This addition to the 
“Red Spot” line is finished in 
white enamel and is designed 
for use with any glassware. 
With 150-watt daylight Mazda 
lamp the unit has proven espe- 
cially popular and efficient for 
lighting kitchens. 





A handy service kit of car- 
bons, springs and wicks has 
been placed on the market by 
the Weber Electric Works, 
Brooklyn — station, Cleveland, 
Ohio. It is a stock assortment 
which will fill the needs of 
every electrical dealer, repair 
shop, garage, department store, 
industrial plant, public institu- 
tion or office. It contains cor- 
rect renewals for fractional 
horsepower motors used in do- 
mestic appliances, office devices 
and factory tools. The cut 
shows the No. 8 assortment, 
which is a combination of No. 1 
containing plain carbons, 
springs and wicks, and No. 5 
containing turned-neck carbons, 
springs and wicks. 








The Edison Electric Appliance Co., 
5600 W. Taylor street, Chicago, IIl., 
has recently put into production a pan- 
cake attachment designed to fit the in- 
side surface of its already proven prac- 
tical and efficient waffle iron. The 
attachment is made of highly polished 
aluminum and fitted with a neat ebon- 
ized wood handle which is always cool 
and makes handling easy. It becomes 
a part of the waffle iron proper im- 
mediately after placing in position, and 
because of its snug fit it heats rapidly 
and performs very efficiently. With 


' the Hotpoint waffle iron and pancake 


attachment these two appetizing foods 
can be served piping hot right on the 
table. 














Some of the features of the “Inter- 
national Cutawl” machine, manufac- 
tured by the International Register Co., 
15 South Throop street, Chicago, are: 
Cuts one or a quantity of gaskets at 
one time, depending on thickness; elim- 
inates the expense of dies or tedious 
hand labor; cuts all gasket materials, 
even copper and the wire-insert as- 
bestos kind; cuts the most intricate 
gasket patterns with precision and with 
a clean square edge; eliminates a large 
investment being tied up in idle dies; 
can also be used for cutting stencils, 
felt rings, cardboard and thin wood 
patterns, etc. A chisel making 2,000 
strokes per min. is driven by a 1-20 
horsepower universal motor, operating 
from a 110-volt lighting circuit. The 
machine is made with interchangeable 
parts and is finished in black enamel 
and _ nickel. 
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One item to stock, one to handle, 
and ready to be nailed in place, are 
some of the points of appeal of the 
“1906 Heco” bar hanger manufac- 
tured by the Hanger Electric Mfg. 
Co., 105 South Dearborn street, 
Chicago. It is adjustable to the 
full length of the bar and is easy 
and simple to install. 








This fitting developed by the 
Killark Electric Mfg. Co., Easton 
and Warner avenues, St. Louis, is 
designed to be used where wires are 
brought into a building through a 
conduit. One feature of the fitting 
is that it has a cap that can be 
screwed on and off, which is made 
for ¥, in. % in., and 1 in. conduit. 
It has a galvanized finish. 








The Emerson Electric Mfg. Co., 
2018 Washington avenue, St. Louis, 
Mo., features its “Emerson Jr.,” 
ventilator, designed expressly for 
small flat and apartment kitchens, 
also for use in offices, telephone 
booths, banks, ete. It is useful 
summer and winter. In summer it 
will expel super-heated air with a 
resultant cooling effect. This 9-in. 
fan has a capacity of nearly 500 
cu. ft. of air per minute, but only 
15 watts are required to run it for 
an hour. It is almost noiseless, and 
with occasional oiling will last for 
years, having no brushes to replace. 





Safe and economical night 
driving are made possible by 
the “Dim-Ur-Lite” developed by 
the A-C Electrical Mfg. Co., 
Dayton, Ohio. It changes the 
color and intensity of the light 
on the eyes without sacrificing 
the road light. As soon as a 
small portion of resistance is 
added (by turning knob) the 
white glare vanishes and is re- 
placed with yellow-like tint 
which does not affect the eyes. 
The “Dim-Ur-Lite” prolongs 
life of bulbs, for, as the current 
through them is decreased the 
heat is proportionately de- 
creased, thereby lowering oxi- 
dation of the filament. The 
dial is heavy brass highly 
nickeled, in fact all metal parts 
are of brass heavily nickel 
plated. ’ 








The danger of live line ter- 
minals and jaws exposed by 
open switch covers has been 
overcome by the Square D Co., 
Detroit, Mich. by enclosing 
each live terminal and jaw in a 
protective porcelain cover. Con- 
tact is obtained through a nar- 
row slot just large enough to 
admit the switch blade but too 
small for a_ finger to slip 
through. The new _procelain 
cover also protects the switch 
itself from all possibility of 
ares. It can be attached or 
removed easily by means of two 
small spring clips. 











The “Bull Dog” Mutual Electric 
& Machine Co., 858 West Fort 
street, Detroit, Mich., has developed 
a line of “Junior” enclosed switches. 
This switch has punched parts, 
usually known among the trade as 
type “C”, and is somewhat lighter 
in construction than the heavy and 
sturdier line of “Bull Dog” -safety 
switches. The “Junior” is of the 
quick-make and quick-break type. 











Designed for use in-hotels, soda 
fountains, homes etc., the “‘Dumore” 
cream whipper has been developed 
by the Wisconsin Electric Co., 
Racine, Wis. Its motor is universal 


and will operate equally well on a. c. 
and d. ce. The motor and container 
are mounted on a black enameled 


base. A belt, 10-ft. cord, switch 


and attachment plug are furnished. 
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Designed especially for use 
in restaurants, hospitals and in- 
stitutions, the “Crescent” elec- 
tric dishwashing machine is 
manufactured by the Crescent 
Washing Machine Co, New 
Rochelle, N. Y. The revolving 
wash—an exclusive feature of 
the “Crescent” washes dishes 
uniformly clean. There are 
doors which admit the racks 
and hold the splash of water 
and the steam within the ma- 
chine. The dishes are not han- 
dler until after they have been 
washed, sterilized and are dry. 
Racks prevent breakage by re- 
ducing the amount of handling. 


PT uh 
POR a) 3 








“Rogers Quality” is the name 
given to the hot plate offered 
by the Rogers Electric Labor- 
atories Co., 2015 East 65th St. 
Cleveland, Ohio. It has a por- 
celain grid and Nichrome heat- 
ing element. The porcelain top 
retains the heat for consider- 
able time after the current is 
turned off. The electrical con- 
nections of this hot plate are 
thoroughly protected, insulated 
and anchored, so that they can- 
not work loose. Genuine asbes- 
tos heater cord is used, and a 
special lifter is furnished which 
permits safe and convenient 
handling of the hot plate. 








The United States Electrical 
Tool Co., Cincinnati, Ohio, has 
developed an electric hand 
blower for removing, dust, lint, 
and free dirt from electrical 
apparatus and machinery. The 
motor of the device is of the 
universal type and is air cooled. 
An insulating tip is provided 
for use when cleaning live 
parts. The weight of the 
blower is 7 lbs. and the design 
of the machine is such that the 
operator will not tire when us- 
ing it. It is equipped with a 
cord and one-piece swivel at- 
tachment. 








The Magnus Elec- 
tric Co, Ine. 4651 
Greenwich Street, 
New York City, has 
completed the design- 
ing of an attractive 
and practical electrical 
essential as another 
convenience for the 
home, office and shop, 
in its “No. 42” mul- 
tiple table tap. It is 
equipped with three individual taps each arranged for standard parallel or tan- 
dem blades of any caps, and is equipped with 8 ft. of standard approved insulated 
cord to which is attached a “No. 22” two-piece attachment plug. The bottom is 
faced with heavy green baize to prevent scratching or marring. The body is 
made of black composition, highly polished. 











An addition to the line of “Flexco” 
products is the “Flexco-Lok” lamp 
guard manufactured by the Flex- 
ible Steel Lacing Co., 4607 Lexing- 
ton Street, Chicago. It is enlarged 
at the top to accommodate mill- 
type as well as straight side lamps 
from 10 to 50 watt and is joined in 
the collar with bolts with sufficient 
reach to permit it being used on any 
style socket up to 1.5 in. diameter. 








The Signal Engineering & Mfg. 
Co., 533 Canal Street, New York 
City, has developed a new type 
vibrating bell furnished in 4, 6, 8, 
10 and 12 in. sizes for standard 
voltages from 12 to 250 volts alter- 
nating current and 6 to 250 volts 
direct current. 








The Reflector & Illuminating Co., 
565 West Washington Street, Chi- 
cago, has placed on the market its 
“Flood-O-Lite, Jr.,” Form C, in ad- 
dition to the “Flood-O-Lite, Jr.,” 
Form 1, now used extensively for 
interior flood lighting. The former 
is equipped with a special silvered 
glass reflector for producing a con- 
centrated spot of light, and adapted 
for the spot lighting of individual 
parts of a window, whereas the lat- 
ter produces a wide flood of less 
intense illumination. 
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Duplex 
$4.50 








Simplex 
$3.50 






A Chance 
to Stretch 


HEN you come to “the 

seventh inning” of your 
daily sales work and you need 
to land a few more orders, just 
give a thought to 


PEERBLOW 
SELF-BLOWING 
ALCOHOL TORCHES 


Many a new customer is gained—many 
increased orders are obtained—with 
these handy, self-blowing automatic 
torches. The trade appreciates these 
torches because every tradesman, 












amateur and professional electrician, 
radio user and automobile owner is a 
prospect. 


PEERBLOW MFG. CO., 
Lee 


> Pes 










BRUNT 
aaiity PORCELAIN 


QUALITY 


Manufactured under 
license from the 
Porcelain Appliance 
Corp. 


Patented 
Feb. 3, 
1920 


Our goods marketed through the 
Jobber. 


Drive-It Knob 
Knobs, Tubes, Cleats 
and Specialties 


THE BRUNT PORCELAIN COMPANY 


COLUMBUS, OHIO 














| Dover. 


| resentative for the company. 
| territory 


Bostwick Now General Electric 
Advertising Representative 


O. M. Bostwick, who, for three | 


years was advertising manager of the 
Sprague Electric Works of the Gen- 
eral Electric Co., has now been ap- 


pointed New York representative of | 


the advertising and publication de- 
partment located at Schenectady. 
This follows the merging of the 
Sprague Electric Works with the 


General Electric Co. 
* * * 


Magnus Electric’s Chicago 
ce 

The Magnus Electric Co., Inc., 
manufacturers of electrical special- 
ties, wiring devices and radio acces- 
sories, whose home office and works 
are in New York City, has establish- 
ed a new district sales office at 231 
N. Wells street, Chicago, IIl., in 
charge of Leo Hirschfeld and M. B. 


Geiger. ee @ 


Rall Moves New York 
Headquarters 


Frederick Rall who has carried on 
a manufacturers’ agency business in 
New York for many years announces 
a new location at 52 Warren street, 
where modern show and stockrooms 
have been fitted up. In addition to 
handling the O. C. White Co. and 
Trumbull-Vanderpoel Electric Mfg. 
Co. lines, Mr. Rall has recently taken 
on the radio sets and accessories of 
the C. D. Tuska Co. of Hartford, 


Conn. oe ae 


Bressan Secures Dover Line 

The A. T. Bressan Co., 120 Liberty 
street, New York, has been appointed 
general eastern agent for the Dover 
Mfg. Co., Dover, Ohio, and will take 
all territory east of Harrisburg, Pa. 
C. L. Hight of the Bressan Co. was 
formerly eastern representative of 
It is the intention of the 
agent to establish jobber connections 


| on Dover irons throughout the terri- 


tory. oe. 8 
Carter To Handle Tubular 
Products in South 
The Tubular Woven Fabric Co. of 


| Pawtucket, R. I., manufacturer of 
“Duraduct” 


and “Duracord” an- 
nounces that W. B. Carter of Atlanta, 
Ga. has been appointed southern rep- 
His 
is North Carolina, South 
Carolina, Georgia, Florida, Alabama, 
Tennessee, Mississippi and Louisiana. 








A Money Maker 
For Your Dealers 


Costs them $7.50 Retails for $40.00 


It is good business for you to see that 
your dealers are immediately supplied 
with this standard assortment of wire 
terminals for radio sets. They are fast 
sellers on every radio store counter. 


Write for Jobber’s Discounts. 


PATTON-MAC GUYER CO. 
31 Mathewson Street, Providence, R. I. 








Designed by  Azchercct, Engineers 
Sell the Standard Royal Blue Porce- 
lain Clad Transformers to your trade. 


The original porcelain clad line. They 


make satisfied customers. 

Do not hesitate to recommend Standard 
audio-frequéency shield amplifiers. They 
operate radio receiving sets without 
distortion. 


Write for complete data. 


The -Afsnetara, 


Transformer Company 


Successor to Miniature Division, 
Packard Electric Co. 


WARREN, OHIO, U. S. A. 





Ss 




























































100 


THE 


JOBBER’S 


Jsares 


MAN 















\9 
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STA 


OBBERS $s greet 
| you—sales meet 

you—when you 
handle P. &., the 
clean thread con- 
duit. Contractors 
know its time-saving 
features. A_ ready, 
steady seller for the 
dealer. 


P. S. reaches the 
job ready to install. 
Eliminates reversing 
couplings and run- 
ning dies over pipe 
ends. 


Easy to Sell 
Enameled Metals Co. 


PITTSBURGH, PA. 


(ARIAS UES dele 




















White Frosting Solution 


Produces a smooth white frosted 
surface on any clear electric lamp 
by dipping the lamp in the solution 
and washing in water. Five or more 
lamps can be frosted in five min- 
utes, at a cost of a fraction of a 
cent each. Etch-O-Lite is clean, 
rapid and economical. Safe to use 
—no harmful or acid effect on hands 
or clothing. 


Guaranteed 
Permanent - Heat Proof 





Distributors of Factory Output: 
UNION ELECTRIC COMPANY 
Pittsburgh, Pa. 


Canada: Northern Electric Company. 





| 











New Manufacturers’ Agent in 
Jersey 

The Doggett-Graves Co. of Mend- 
ham, N. J. has just been organized 
the of conducting a 
manufacturers’ agency business. R. L. 
S. Doggett, Jr. is president of the 
company; A. Graves is vice-president 
and M. A. Doggett is secretary and 
treasurer. The company’s operations 
will extend throughout the state of 


for purpose 


| New Jersey. 


* * > 


Richter Receives Important 

Appointment 
Albert E. Richter who 
in the position of 
Northwestern district manager for 
the Apex Electrical Distributing Co. 
of Cleveland, has been promoted to 


has been 


very successful 


| the position of sales promotion man- 
_ ager with headquarters at the home 


office. One of his most important 
tasks will be the development of sales 
helps and promotional material for the 
company’s constantly increasing list 
of dealers throughout the country. 

%* * 


Wild Rose Line 


An for home 
lighting fixtures of artistic merit is 
the “Wild Rose 
by the Gross Chandelier Co., Twenty- 
first and Morgan streets, St. Louis, 
Mo. It is made the subject of an 


elaborate catalogue in which the line 


appropriate name 


Line,’ manufactured 


is shown in a series of three-color | 


plates of full page size (8 by 10 in.) 
This 


available to the jobber. 


11 in number. 


* * * 


Bryant Men Head Bridgeport | ] 


Advertising Club 
In Bridgeport, Conn., they have a 
very progressive advertising club. At 
a recent election of officers, two elec- 
trical men were put into executive 
Hoyt Catlin, who is ad- 
vertising manager of the Bryant Elec- 
tric Co., 
A. C. 


made 


positions. 


was made president, while 
Flather, 
secretary-treasurer, 


also of Bryant was 


* * * 


Westinghouse Reports 
Increased Earnings 
The Westinghouse Electric & Mfg. 
Co., East Pittsburgh, 


Pa., for the 


fiscal year ended March 31, reports 
gross earnings of $125,166,115 as 


compared with $99,722,026 in the 
previous year, $150,980,106 in 1921; 


catalogue is || 








“CENTRAL” 


Rigid Steel 
CONDUIT 


We have what every Jobber 
wants—a first-class product; 
large stocks for quick deliv- 
eries and a policy that makes 
friends and builds business. 


“Central White” Conduit 
may be bent like a piece of 
soft annealed wire. The 
pipe and finish remain un- 
impaired—features exclu- 
sively “Central.” 


“Central White’’—galvanized 
“Central Black’ — enameled 


Central Tube Co. 


PITTSBURGH, PA. 



















HE MI INGRAY 


. STANDARD 


Glass Insulators 


are best 
for 
Low and Medium 
Voltages, Because of 
their Durability, 
Efficiency, Low Cost 
, and Uniformity. 


Correspondence 
Invited 











HEMINGRAYL 
GLASS CO. 


OFFICES& FACTORY 
MUNCIE 
IND. 








VIVIAN 
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The “VARIO-TENSER” 
A new 14 Filament Solid Gold Cat-Whisker. 
brush tip automatically varies and selects the 


Its 


best tension. No spot escapes its many delicate 


contacts. Rustless, non-corrosive, 


Se i hai ta 6 0 0d CHS one baie daeete 50c 
New Triple-test “GIANT” Pyrite 

Six times old. size. Guaranteed extra 75 

loud all over or a new ome.............. c 
Mineral Co., Inc., Mfrs. 
107 N. 19th St., Philad’a 

Mineral Pioneers for Nearly 50 Years. Send for 

samples and jobbers 8'/2x10-in. discount sheet. 





YAGER’S 


Soldering Flux 


1873-1923 





Standard for 
half a century. 
Keeps dry and 
granular in new 
style container. 
Non - corrosive. 
See that your 
dealer has suf- 
ficient stock. 


Alex. R. Benson 
Co., Inc., 
Hudson, N. Y. 
For list of distrib- 


uters see McRae’s 
1923 Blue Book. 


WALGER 


CONNECTORS 


Do a better job 
in one-fifth the 
time at  one- 
half the cost. 














No solder, no 
blow torch 
necessary. 


Makes every 
connection 
100% perfect. 


' §.H. STOVER & CO. 
PITTSBURGH, PA. 








o- 
rou NGSTOWNOMY 


RIGID STEEL | 
CONDUIT ano FITTINGS. 





The Steelduct Company 


Youngstown, Ohio 


| where 


$136,052,092 in 1920, and $160,379,- 
943 1919. Net income after 
charges, taxes, interest, etc., is shown 
at $12,263,485, as against $5,837,389 
in the preceding year; $12,617,536 
in 1921; $15,206,341 in 1920, and 
$15,059,008 in 1919. 


* * 


Turner With the Chicago 


Gleason 


in 


* 








A mistake was made in the June is- | 


sue in announcing that Oscar C. 


Gleason Co., of Boston. 


_ Turner had become connected with | 


| the It | 


is the James E. Gleason Co., of 560 | 


West Monroe street, Chicago, 
whom he is now associated. 
manufacturers 


They are 


with | 


and manufacturers 


distributors of electrical wiring de- 


vices. 
* * * 


Lighting Recipes 


An idea for every room in the 


| home in the way of lighting is given 


in a new booklet issued by the Ivan- 
hoe-Regent Works 
Electric Co., Cleveland. Its title is 
“Lighting Recipes for Every Room 
in the Home.” 


of the General | 


This booklet is written from the | 
viewpoint of the home owner, for | 


whom good lighting is an investment 
that pays handsome dividends in com- 
fort and health. It also has in mind 
the landlord in whose houses good 


lighting is an inexpensive convenience | 
which the renter values at more than 


cost. 
All the various types of illuminating 


glassware as well as suggestions on 


and how to mount them are 


| shown by attractive illustrations. 


* * * 


THe Ravutanp MANUFACTURING 
Co., Chicago, manufacturer of the 
“All American” line of radio amplify- 
ing transformers, has moved its office 
from 35 South Dearborn street, to No. 
200 North Jefferson street. E. N. 
Rauland, president of the company, 
reports a demand for the instruments 
exceeding all previous records, wheth- 
er the comparison be made by days, 
weeks, or months. The new quarters 
offer greatly improved facilities for 


taking care of this increased demand. | 





Frank Drisco.u, advertising man- | 
ager of Pass & Seymour, Inc., Solvay, | 


N. Y., has again put the human touch 
into a piece of advertising literature 


| —this time a small folder bearing the 
| title “Your Home and Elixits.” This 


SOUDERING FLUX 








Five Forms 
Stick, Paste, Salts, 
Liq J 
Alumi-Flux Alumi-Soder. 


Have Your Customer Send 
for a Free Sample of 


ALLEN SODERING 
STICK 


The handiest sodering 
flux there is for elec- 
tricians— makes a 
joint on any metal 
about three times as 
strong as one made 
with muriatic acid 


flux, and one that is 
tree from subsequent 
corrosion, 





ALLEN SODERING PASTE 


The same material as the 
famous ALLEN Sodering 
Stick, but prepared in paste 
form. 

Make your soder self flux- 





ing by dipping it into 
ALLEN 
SODERING aa 
PASTE. y 
A very little 

goes a long ) 
way. 








ALLEN SODERING SALTS =a 


A flux that works like light- 
ning, takes a quick bite and 
doesn’t streak the work. Put 
up in % Ib., 1 Ib., 5 Ib. bot- 
tles; also in 50 Ib. pails and 
barrels. 














Endorsed by The 
National Board of Underwriters. 


SINC. @ 


Chicago, Tl. 


SODERING su 
oVULSISISUNV 
4586 N. Lincoln St. 








Complete Service 





INDUSTRIAL WIRING 
DEVICES 
SAFETY SWITCHES 


SERVICE CAPS, PIPE ENDS 


Wayman Electric & Mfg. Co. 
EAST PALESTINE, OHIO 
Successors To 


The Efficiency Electric Co. 














Wrigley Toggle Bolts 


“Wrigley 
For Quality” 


DEC.3,1901 






= a Made of heavier 
— ] 

“” =2 gauge steel. 

t za 

las Cow Can be put through 

& = o smaller holes than 

” = 4 the ordinary toggle 

Q = 

o . _ bolt. 

So 

= First toggle bolt 


made. 


THE THOMAS: WRIGLEY CO. 
504 Sherman St., Chicago, IIl. 
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Dongan alratete Manufacturing Co 


BELL RINGING & RADIO TRANSFORMERS 
Detroit Mich 














For Quick, Profitable Sales 
ms By All Means 


Recommend 







ru ge ' oe 
Seldering and Tinning Flux for ALL Metals 
Non-Explosive, Non-Corrosive 
on-Poisonous 
A complete substitute for dangerous 
acids, commonly used as a Flux. 
Ruby Fluid is quick acting, anti- 
rusting and always ready for instant 
use. Ruby users include the. foremost 
industries of the country. 


The Ruby Chemical Company 


69 McDowell St. 
COLUMBUS, OHIO 





























YOUR TRADE IS ASKING FOR 


E B BINDING 


POSTS 





Ensign “H”’ Ace Corporal 
Lay in a stock of these live sellers. 
Sold through jobbers at attractive 


Write for bulletin (3. 
THE H. H. EBY MFG. CO., PHILA., PA. 
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is intended for the consumer and is 
to be passed through the jobber to 
his dealer trade. The jobber is in- 
vited to order a modest quantity of 
these with the name of his pet fixture 
dealer imprinted. For that reason, it 
appears to be a bit exclusive—to be 
passed on to the favored ones. 


S. Scumukter & Son, 704 S. 
Second street, Philadelphia, Pa., 
manufacturers of electrical and sheet 
metal specialties and safety switches 
announce the appointment of the 
Manufacturers’ Distributing Co., 
291 Broadway, New York, as gen- 
eral sales agent for its Circle “S” 
meter switches and externally oper- 
ated safety switches. The arrange- 
ment went into effect as of Feb. 1, 
1923. 


Tue Inp1ana Russer & Insulated 
Wire Co. announce the appointment 
of Paul H. Nicholas as one of their 
representatives with headquarters in 
Rock Island, Ill. Mr. Nicholas is a 
former employee of the company, who 
has come back to them after an ab- 
sence of two years. 


Tue Mica Insutator Co., New 
York City has appointed the W. A. 
Bittner Co., 422 First avenue, Pitts- 
burgh, as its agent in the Pittsburgh 
and adjoining territory. A stock of 
Micanite, Empire, Linotape, Kablak 
and other insulating products will be 
carried at that address. 


Tue UNperwoop Barrery Co., 
1270 Ontario street, Cleveland, Ohio, 
announces that it has entered upon 
the manufacture of flashlight and ra- 
dio “B” batteries. William Under- 
wood, having had years of experience 
in this line, will personally supervise 
the making of these products. 


Tue Mannattan Exvectricar Sup- 
ply Co., Inc., of New York, now has a 
complete factory branch, including 
warehouse stock of “Red Seal” bat- 
teries and Manhattan products, at 
252 Fifth street, San Francisco. 


Harry G. Anscuvuetz of Philadel- 
phia, district representative for Henry 
D. Sears, sales agent for Weber wir- 
ing devices, has moved his office to 
Room 417 North American Bldg. © 


Tue Main Orrice of the Radiall 
Co., formerly at 99 Warren street, 
New York, has been moved to 654 
Grand avenue, New Haven, Conn. 








POLES | 


PLAIN OR TREATED 


NATIONAL POLE CO. 


Escanaba, Mich. 


220 Broadway, 2844 Summit St., 
New York Toledo, O. 
Rialto Bldg., 
San Francisco, Calif. 

















CEDAR POLES 


Northern 
White Cedar 


Western 
Red Cedar 


Plain or 
Butt Treated 


T. M. Partridge 
Lumber Company 


Minneapolis, Minnesota 











The Valentine-Clark Co. 
CEDAR POLES 


The secret of wood preservation is 
simple: Poison your wood so it will not 
be attacked by fungi at the ground line, 
by using a HIGH-BOILING OIL OF 
COAL TAR. This will forever hold the 
poison and not leach out. Results are 
Permanent if properly applied. 

Specify V-C Butt Preservation. This 
guarantees you 2 perfect Process of Pole 
Butt Preservation. 
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NORTHERN WHITE 
WESTERN RED 
GUARANTEED GRADES 
24Hour:< Service. 
BUTT TREATING 
ANY SPECIFICATION 


Let Us Show You How 
To CashInOn BELL Poles 


SEND FOR BOOKLET CONTAINING 
- VALUABLE 
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$6,000,000,000— 


and Sales Resistance 


It is estimated that the building program for 1923 will | 


aggregate $6,000,000,000. 


Out of that colossal amount, some $2,000,000,000 will be 
spent in building homes. 


Other great sums of money will be expended in erecting 
schools, churches, hospitals, hotels, public institutions, fac- 
tories, stores and garages. 


The program is a national one. 
The business accruing therefrom will be national also. 


To obtain your share, your salesmen must be prepared to go 
up against sales resistance in addition to the usual intensive 
competition. 


That’s where the right kind of education helps. To “sell 
‘em something more,” the public must be educated to the 
idea of “Do It Electrically.” To be able to “sell ’em some- 
thing more,” the jobber’s salesman must be fortified with the 
van of knowledge that will help him sell his company’s 
goods. 


All of the activities of The Society for Electrical Develop- 
ment are devoted to those two phases of educational work. 
As such, it merits the support of every jobber in the elec- 
trical industry. The cost is not great—the benefits are. 


For particulars and information as to how you may partici- 
pate in those benefits, write to: 

Staff Headquarters, 
522 Fifth Avenue. : New York, N. Y. 


“D0 IT ELECTRICALLY” 


Believing in the Society for Electrical Development, the publishers of THE JOBBER’S 
SALESMAN are happy to place this page at its disposal, without charge, to tell the 
industry of the effective work it is doing. 
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Eveready Spotlight 
aidemeate 


30 O-ft. Range 
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he indispensable friend to 
vacationists and motorists 


Do you keep your dealers 
stocked with EVEREADY 
FLASHLIGHTS to reap the 
harvest of sales to vacation- 
ists and motorists? 


Now is the time when people of all ages and 
occupations need Eveready Flashlights for vaca- 
tion use. Then there is the demand for motorists. 





Of course your dealers with 
stock are going to cash in on 
the sales. With your help, 
every dealer on your route 
will be able to reap his share 
of these profits. Our high 
tide of advertising is carrying 


the market to their doors. 








— it’s 100 per cent jobber distribution, so ou 
interests are mutual 


NATIONAL CARBON COMPANY, Inc. 
Long Island City, N. Y. 
Atlanta Cleveland Kansas City San Franciscq 


EVEREADY 


FLASHLIGHTS 
& BATTERIES 


— they last longer 
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24 HOURS SERVICE DAILY—SINCE MAY 1921 
LLUSTRATED above is a group of ten automatic grinding and polishing machines, used for finishing 
automobile disc type steel wheels, in the Budd Wheel Co. plant at Philadelphia, Pa. There are twenty-five 

of these machines in the plant which were installed in May 1921. Each machine is driven by an R & M 
15 H. P. polyphase motor. 

At the operator’s will overloads of 50 to 100% are placed upon the motors for | and 2 minute 
periods, intermittently. The finishing process results in gummy grit which settles on the motors. Yet, 
aside from a cleaning periodically, these R & M Motors have unfailingly powered the machines 24 
hours a day, 7 days a week, for over two years. This is forcible proof of the sturdy construction and 
reserve capacity of R & M Motors. 


Complete power satisfaction is the rule where R & M Motors are employed. For this 
reason, jobbers handling the R & M line find their business steadily increasing. Write 
our nearest branch for our proposition, today. 


THE ROBBINS & MYERS COMPANY 
SPRINGFIELD, OHIO BRANTFORD, ONTARIO 


BRANCH OFFICES: 
ae 2  eoieem ¥. ‘. St. Louis, 1522 Chemical Bldg. Buffalo, 827 Ellicott Sq. Bldg. 
Philadelphia, 1418 Walnut &. San Francisco, 701 Rialto Bldg. Boston, 74 Pearl Street. 


Cleveland, 1239 W. Third St. Cincinnati, 9 E. Third St. Charlotte, N. C., 217 Latonia Bldg. 


Robbins 


Motors 











